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Giving Ambition 


a Lift! ~areedagonnct 


over a quarter ! 


Chere are two ways to meet the hese 


difficulties that arise in times of scores of others which 





economic stress. One is to keep on cited. Such records could not have 
with the same working schedule been possible except by determina- 
that was sufficient in easy times tion and persistency on the part 





and take a sharp reduction in re- he met ho accon 

sults and in earnings. The other is Nor is it likely 

to intensify and double or .triple have been even attempted without 
one’s efforts as may be required to th friendly cooperation, stimula- 
bring production to a normal level tion, and _ incentives 

or better. oria Life agency 


It is heartening to glance about 
the Peoria Life Agency Force and The Peoria Life 
note the numerous cases where the credit for the spirit and energy dis 
second plan is being successfully played by its successful agents. It 
followed. Here is one man who does take satisfaction in the evident 
during the ‘past twelve months has fact that its broad and practical 
personally written, delivered, and Service to Agents inspires and helps 


paid for 240 policies for a total of them and enables them to equal or 








more than half a million dollars. surpass their greatest previous 
Another, catering to a _ different achievements 
































Peoria Life Insurance Company 


PEORIA, ILLINOIS 
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YOUR HEAVY LOADS ARE OUR SPECIALTY 
















SURE! 

You CAN'T 
WILL SHE OVERLOAD 
CARRY ALL HER 


THIS, BILL ? 
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Navth American Reassurance Company 


Kawrence MM. Cathles, Presiaerst 
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Left: Wrigley 
Field, home of 
the Chicago 
Cubs. Here 
a thousands of 
baseball fans 
gatherin season 
to cheer on the 
city’s National 
League dia- 
mond heroes. 
“Play ball!” 


Photo courtesy 
Chicago Daily News 


A City at Pr lay 


Recreation is re-creation. 
Mind and body to perform efficiently require 
rest and play. The well-organized city accepts 
asa duty the making possible of these necessary 
functions. Chicago aflords Chicagoans a host 
of recreational advantages. Parks, playgrounds, 
athletic fields, tennis courts, golf courses, beaches 
and bridle-paths are but a few. These facilities 
furnished by the city, plus privately operated 
amusements, allow Chicagoans ample oppor- 
tunity for fun and relaxation. And these privi- 
leges, be it known, are not neglected! Chicago 
plays as Chicago works—hard, enthusiastically 
and intelligently. 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO _ 1212 LAKE SHORE DRIVE 


Raymond W. Stevens, President 
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Soldier Field, dedicated in 1926, 
scene of many brilliant outdoor 
spectacles. Much football history 
has been made here. Field Museum 


appears in center background. ee 





Scene at Diversey Beach, Lincoln 
Park, on the near north side. 
Chicagoans go down to their “front 
yard” for swimming and boating. e* 








A quiet day on the beach. - Some- 
times Chicago's beaches are crowded 
with nearly a quarter of a million 
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-—— CHICAGO 


A Good Place to Live 
A Good Place to Work 
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Schedule Set for 
Pittsburgh Meet 


Tentative Program for National 
Association of Life Under- 
writers Is Announced 


MAY BE SOME CHANGES 





Activities Start With Executive Com- 
m'ttee Meeting Sept. 21 and Con- 
tinue to Friday Afternoon ° 


While the detailed, hour by hour, 
schedule of speakers and events is still 
subject to change, owing especially to 
possible conflict of engagements in the 
national political activities of Senators 
David A. Reed and J. J. Davis, both 
of Pennsylvania, the program for the an- 
nual convention of the National Asso- 
Underwriters is prac- 
tically completed. Both of the Penn- 
sjlvania senators have agreed to make 
addresses, subject to the exigencies of 
the nations business. Senator Reed’s 
subje_t will be: “Life Insurance, the 
Nat.ons Asset.” Senator Davis will 
speak Friday afternoon. 

The official time of the convention will 
be eastern daylight saving, to accord 
with the time in Pittsburgh, The en- 
tre 17th floor of the William Penn Ho- 
tel the official convention headquarters, 
will house practically all of the conven- 
tion activities. 


cation of Life 


Convention Registration Fees 

The $5 general registration admits a 
delegate and any woman member of his 
immediate fam.ly, not an underwriter, 
to the sessions Wednesday, Thursday 
and Friday and to all entertainment 
features except the banquet Thursday 
evening. A special fee of $2.50 will be 
charged general agents and managers 
attending the special all day managers’ 
session, Sept. 22. Banquet tickets will 
be $4. Formal dress at both the ban- 
quet and the reception for President and 
Mrs. Lackey Wednesday evening will 
be optional. There will be no speeches 
at the banquet. 

Delegates and guests desiring to play 
golf will be extended that privilege 
through the golf committee, J. I. Craw- 
tord in charge. 

Entertainment for Ladies 


_A special bridge has been arranged 
tor the ladies Thursday afternoon. 
Shopping tours will be arranged at any 
time. Wednesday at 4 p. m. there will 
be a tea for women in the Pittsburgh 

Yomens City Club, on the club floor 
of the hotel. A bus ride to Pittsburgh's 
Principal points of interest will be fur- 
nished delegates and guests Thursday 
afternoon. This will include a visit to 
the plant of the H. J. Heinz Company, 
where refreshments will be served. 

The national executive committee will 
meet all day Monday, Sept. 21, the board 
of trustees meeting Mondav evening. 

(CONTINUED ON PAGE 12) 





Ayres, Hamilton, Reynolds| Actuaries Ponder 
Give Views on Disability 





Clarence L. Ayres, president of the 
American Life of Detroit, makes some 
pungent criticism of the income dis- 
ability feature for this week’s install- 
ment of THe NATIONAL UNDERWRITER 
forum on the subject. Mr. Ayres ex- 
presses bitterness as to those leaders, 
who he charges were responsible for 
causing life insurance companies to en- 
croach upon the health and accident 
field. The companies, he says, should 
return to sanity or abandon the field 
entirely. 

The views of the president of a large 
eastern life company, who desires that 
his name be withheld, are that before 
considering abolition of the income dis- 
ability clause, modifications in the bene- 
fit should be tried. 

Isaac Miller Hamilton, president of 
the Federal Life of Chicago, believes 
that closer underwriting, inauguration of 
a six months waiting period, reduction 
of benefits payable in event disability 
occurs after age 55 and prior to age 60, 
are desirable changes. 

The president of a Nebraska com- 
pany, who prefers anonymity, favors 
abolition of the income disability fea- 
ture. He feels that modifications and 
restrictions are in the nature of cutting 
off the dog’s tail inch by inch. 

President J. B. Reynolds of the Kan- 
sas City Life believes that the only cure 
for income disability is its abolition. 


Ayres Enunciates His 

Creed as to Disability 

The views of President Ayres on the 
disability question follow: 

“IT have for years vigorously 
tended: 

“a. That in the original instance the 
laws of many of the states, and indeed 
the charters of most companies did not 
admit of their entering the health and 
accident field. 

“b. That the contention of the com- 
panies desiring to write total and per- 
manent disability was that this was not 
purely a health and accident matter; 
that it was merely a matter protecting 
the insured in his insurance and was 
in no way operative under partial or 
temporary disability, and for that rea- 
son could not be construed as an entry 
into the health and accident field of 
underwriting. 

“c. Many state departments acceded 
to this contention on the part of the 
companies and made rulings, and some 
of them had laws enacted permitting the 
life companies to enter upon the field 
of total and permanent disability of a 
nature, wherein the insured would be for 
life prevented from pursuing any and all 
gainful occupations. 


Gradual Encroachment 
on Accident and Health 


“d. It was not long, however, until 
some of the great actuaries under- 
took sly encroachment upon the health 
and accident field under the guise of a 
four, three, two and in some instances 
one month waiting period as a defini- 
tion of and evidence of total and per- 
manent disability, and thus began the 
payment of temporary disability benefits 
under the guise of this total and perma- 


con- 








nent disability permission in the rulings 
of the departments, laws of the states 
and amendments to their charters, with- 
out providing adequate premiums and 
reserves for this added coverage. 

“e. The result was that after an ac- 
cumulation of error for a period of 
years, the companies that indulged in 
this practice began to lose money on 
this underwriting with the result that 
the New York department appointed a 
committee to pull these companies’ 
chestnuts out of the fire, which commit- 
tee in my judgment erroneously recom- 
mended four months’ waiting period as 
evidence of total and permanent disa- 
bility, which, of course, increased the 
rate by more than double that of the 
original total and permanent disability 
coverage. 


Courts, Commissioners 
Have Been Much Confused 


“It is my judgment: 

“1. That the action of some com- 
panies under the leadership of some of 
these so called great actuaries has re- 
sulted in confusing the courts and even 
the commissioners, as there has never 
been a proper differentiation between 
total and permanent disability coverage 
and this later temporary and partial dis- 
ability coverage. 

“2. That the companies had better 
either return to the original total and 
permanent (waiting period) coverage, or 
abandon the field entirely. 

“3. That the erroneous ruling of the 
department be withdrawn and _ those 
companies who desire to do so be per- 
mitted to continue their underwriting 
along the line of the original concept of 
total and permanent disability coverage, 
and to word their clauses accordingly, 
free of the onus of temporary and par- 
tial disability, as is clearly the situation 
under any temporary waiting period of 
whatever duration, be it two, three, four 
or six months, or any other time limit 
as evidence of total and permanent dis- 
ability. 

“The total and permanent disability 
wherein the insured is and will be for 
life prevented from pursuing any and 
all gainful occupation is evidence in 
itself without reference to time or any 
other evidence not embodied in the na- 
ture of the disability itself. 


Mandatory Ruling Might 
Bring Return to Sanity 


“4. If this return to sanity could be 
brought about by a mandatory ruling of 
the insurance commissioners, the harm 
that has been done by confusing the 
courts, might be lived down in a gener- 
ation or two. The courts are now tak- 
ing the rules as laid down in-some de- 
cisions under these partial disability 
(waiting period) clauses as governing 
total and permanent clauses, but as 
above stated this might be lived down 
if the companies were uniformly re- 
quired by the commissioners to return 
to the original concept of total and per- 
manent disability coverage. 

“5. It may be that the harm done by 
these so called great actuaries in in- 
troducing this temporary (waiting pe- 

(CONTINUED ON PAGE 13) 





On Four Proposals 


Meet in New York to Reach Dis- 
ability Modification 
Agreement 





FEAR PUBLIC SENTIMENT 


Strong Underwriting Policy May Be 
Solution—Small Gain in Reducing 
Benefits to $5 


NEW YORK, Sept. 10.—Actuaries of 
prominent companies are meeting here 
today in an effort to reach a satisfac- 
tory conclusion on the problem of modi- 
fying present disability provisions so as 
to prevent the heavy drains on surplus 
that have been experienced in recent 
years by many conrpanies. 

The meeting is one of a series, the 
first being held early in the year. Be- 
fore adjourning for the vacation season 
it was decided to get the reactions of 
the companies interested on four pro- 
posed changes: (1) to cut the benefits 
trom $10 to $5; (2) to increase rates 75 
percent (in proportion to the amount 
of monthly indemnity); (3) lengthen 
the waiting period from four months 
to six; and (4) reduce the maximum 
age at which payments would com- 
mence in the event of disability. 

Today's meeting, therefore, should 
yield a definite picture of the general 
sentiment on disability modification. 

Possibility of Unfavorable Reaction 


While there has been considerable 
agitation for completely abandoning the 
writing of disability, some observers 
have pointed out the possibilities of un- 
favorable reactions if life companies 
should withdraw generally from the dis- 
ability field after having made it such 
an integral part of their program. 

Disability insurance has come to be 
looked upon as part of the mission of 
life insurance and a service for which 
there is a real need. There is a danger 
of unfavorable public sentiment in tak- 
ing away from insurance buyers some- 
thing they are accustomed to and which 
they feel they need. 

Little Use of Cutting Benefit 


One of the four proposed changes, 


_that of reducing the monthly benefits 


from $10 to $5 per $1,000, has been 
criticised on the ground that the end 
sought could be much better attained by 
fixing a maximum amount of monthly 
indemnity that would be issued, and 
holding to this figure. In view of the 
fact that the average ordinary life pol- 
icy is about $3,000, it is pointed out that 
there would seem to be little use in cut- 
ting the average possible disability ben- 
efit from $30 a month to $15. 

Those who believe that life insurance 
companies should remain in the disabil- 
ity business are confident that it can 
be done profitably if they will equip 

(CONTINUED ON PAGE 22) 
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A. F. Cc F iske of ee 


Succumbs on Trip to Paris 
SON OF LATE HALEY FISKE 


Distinguished Record of Official Began 
With Unannounced Start in Com- 
pany’s Lynn, Mass., Agency 


NEW YORK, Sept. 10—A. F. C. 
Fiske, second vice-president of the Met- 
ropolitan, and elder son of the late 
President Haley Fiske, died Sept. 7 of 
diabetes at the age of 43 in the Amer- 
ican hospital in Paris. He was found 
to be suffering from the malady two 
months ago but his early death was 
unexpected. 

Mr. Fiske went to Paris to join his 
family. He became seriously ill Satur- 
day and was taken to the hospital. 
Thursday he attended a luncheon given 
by the American club in honor of Mayor 
Walker of New York. 

Abandoned Law Career 

Mr. Fiske was graduated from Har- 
vard in 1911. After studying law for a 
year he abandoned it and went to work 
for the Metropolitan at Lynn, Mass., al- 
though his father, then vice-president, 
was unaware of it until news of the 
younger Fiske’s success in the field came 
to him in the routine of business. 

When the Lynn manager who took on 
Archibald Fiske remarked on the simi- 
larity of his name to that of Vice-presi- 
dent Fiske, the young man is said to 
have replied, “Yes, I thought the name 
might bring me a little luck—hard work 
will do the rest.” 

Archibald Fiske was successively pro- 
moted to traveling assistant manager, 


manager, superintendent, general deputy 
superintendent and _ superintendent of 
agencies, . 


Managed Canadian Agencies 

Later he became third vice-president 
in charge of the Canadian head office in 
Ottawa. After more than a year there 
he returned to the home office in 1928 
and became second vice-president in 
charge of certain company territories. 

Mr. Fiske was well known both in 
this country and Canada, as part of his 
duties in the last few years had been to 
preside at the Metropolitan’s triennial 
conventions held in the larger cities of 
both countries. Mr. Fiske was a di- 
rector of the Canadian National Council 
of Mental Hygiene and the Canadian 
National Council of Social Hygiene. 


Says Permanent Prosperiiy 


Is “Ballyhoo”; Go to Work 


Normal times are here again, Presi- 
dent C. F, Williams of the Western & 
Southern companies said in an address 
to his employes. “Hard times are nor- 
mal, We've had about 15 years when 
times were abnormal; abnormally pros- 
perous. There was such a long stretch 
of abnormal prosperity that we began 
to think that abnormal prosperity was 
a normal condition. 

“The blowup came in the fall of ’29. 
For several years previous to that every 
day was the Fourth of July; it was a 
heaven on earth; it was abnormal. The 
fellow who is waiting for times like that 
to come back had better go to bed and 
stay there until he wakes up in Para- 
dise. 

“Hard times are normal. Life is a 
battle and not a picnic. Permanent 
prosperity is simply ballyhoo that you 
get on the radio during political cam- 
paigns. We must face things as they 
are and go to work.” 


Royal Union Campaign 
September has been designated by the 
Royal Union agency department as 
President’s month, in honor of J. J. 
Shambaugh, recently elected to that 
post. The goal for agencies has been 


fixed at $3,000,000. 








Dies Abroad 














A. F, C, FISKE 
Second Vice-President Metropolitan 


Mr. Fiske, who recently found he was 
suffering from diabetes, died Monday in 
Paris, where he had gone to join his 
family. 








Central Life, Ia., Wins Tax 


Decision in U. S. Court |: 


The earnings from non-participating 
policies received by a mutual company 
and payable by it to the stockholders of 
a predecessor stock company, are not 
taxable for income tax purposes to the 
mutual company, under a decision of 
the United States Circuit Court of Ap- 
peals for the eighth circuit. G. S. Leid- 
man, New York tax expert, has prepared 
some comment on the importance of the 
decision. 

“The case in point,” he said, “involved 
the tax liability of the Central Life of 
lowa, a mutual. It succeeded to the 
business of a stock company under an 
arrangement whereby it agreed to pay 
the stockholders of the stock company, 
for 22 years, the earnings of the non- 
participating policies acquired from the 
stock company. The mutual company 
collected the earnings from the policies 
in the first instance and paid over the 
amount involved to the stockholders of 
the stock company. 

“The government contended _ that 
these earnings were taxable to the mu- 
tual company and that the payment to 
the stockholders of the previous com- 
was in effect a distribution of a 


pany 
dividend. The mutual company con- 
tended, and the court agreed, that the 


earnings from these policies at no time 
really belonged to the mutual company, 
and that the mutual company was 
merely acting as a conduit for the 
policyholders.” 


Group Association Meets 


TORONTO, Sept. 10.—A meeting un- 
der the auspices of the Group Insur- 
ance Association was held in the Can- 
ada Life building here. B. D. Flynn, 
actuary Travelers and vice-president of 
the association, presided in place of 
Chairman J. D. Craig of the Metro- 
politan, who was unable to be present. 
The meeting was largely devoted to ac- 
tuarial problems. Members were enter- 
tained at luncheon by the Canada Life. 


C. M. Joseph Drops Dead 


C. M. Joseph, 73, chief examiner of the 
Tennessee department, well known 
throughout the country, dropped dead 
Sept. 5 in the downtown section of 
Nashville. Joseph had been with 
the department more than 20 years and 








was formerly deputy commissioner. 


Great Interest in Basis 
for Securities Valuations 


MAY COME UP AT PORTLAND 


Commissioners Likely to Discuss Mat- 
ter Informally, Although No Action 
Will Be Taken Until December 


NEW YORK, Sept. 10.—Although 
several months will elapse before insur- 
ance companies will be required to pre- 
pare their annual statements for 1931, 
speculation is already being indulged in 
as to the basis of valuations of securi- 


ties the commissioners may set. Under 
normal economic and financial condi- 
tions the figures used in determining 


stock and bond values are those quoted 
on the market the closing day of the 
year. These are compiled, together with 
obtainable values on unlisted securities, 
by financial experts employed by the 
National Convention of Insurance Com- 
missioners for that purpose. At various 
times in the past, when unusual situa- 
tions prevailed in financial circles, the 
companies in preparing their annual re- 
ports were permitted to value securities 
on the basis of averages for the preced- 
ing 12 months. 


Depends on Market Course 


What method will be followed this 
year is of course too early to predict. 
A great deal will depend on the course 
~ the market between now and Dec. 

. If during that period securities show 
ell ement to any material degree 
over the figures now ruling, it is more 
than likely that prices obtaining at the 
close of the year will be used, as they 
have for some time past. 


May Be Discussed at Portland 


Investors began to be excited over 
the shrinkage in values last April, won- 
dering whether the downward trend was 
likely to continue. By June 30, how- 
ever, there was a rebound in market 
quotations, but since that time many 
securities have again fallen off. What 
will occur in the next four months no 
one can predict with any measure of 
safety. The entire question is one of 
intense interest, and will probably form 
a topic for informal discussion among 
the commissioners at the Portland meet- 
ing next week. There will be no de- 
cision, however, until the December 
gathering of the convention, if there is 
to be any departure from the general 
policy. 


Commissioner Honored 


NEW YORK, Sept. 10.—Commis- 
sioner C. F. Armstreng of Pennsy]l- 
vania has been appointed by Governor 
Pinchot a member of a committee of 
cabinet members which will study group 
life insurance for state employes, includ- 
ing teachers. Other members of the 
committee are D. W. D. Gordon, secre- 
tary of banking, and R. J. Beamish, sec- 
retary of state, and Commissioner C. 
F, Armstrong. 


Will Supervise Carolinas 


F. H. Hoey and L. R. Cornevin have 
been appointed joint general agents by 
the Kansas City Life for the Carolinas, 
with headquarters at Shelby, N. C. 

Mr. Hoey formerly was with the Jef- 
ferson Standard, going with the Colonial 
Life as branch manager in 1928. Mr. 
Cornevin had been with the Metropoli- 
tan since the world war and had pushed 
his agency to fourth place in the United 
States on ordinary production. 


J. V. Fitzgerald, who has represented 
the Great Western of Des Moines at 
Manson, Ia., for the past few years, has 
been promoted to district manager for 
three counties with headquarters at 
Storm Lake, Ia. 





| Digest of Foreign Situation 
Is A. L. C. Meeting Feature 


CRAIG TO GIVE OBSERVATIONS 


Chairman Armstrong of Agency Section 
Gives Complete Program for 
Session Oct. 9 


Members of the American Life Cop. 
vention at the annual meeting in Pitts. 
burgh, Oct. 7-9, will hear an address 
by a man who has been able to study 
the unsettled conditions on the other 
side of the Atlantic at first hand and 
can gauge them with the analytical 
balance of an insurance actuary of long 
experience. 

J. D. Craig, actuary Metropolitan, and 
former president of the Actuarial Society 
as well as of the Casualty Actuarial 
Society, has just returned from many 
weeks of careful study of European 
conditions. His trip across was taken 
primarily to get the real facts in pres- 
ent day Europe and their bearings on 
insurance in general and life insurance 
in particular. 


Valuable Contribution 


Mr. Craig’s address on: “Social In- 
surance in Europe with Respect to the 
Problems of Today,” to be given at a 
se$sion of the main body of the A. L, C. 
Oct. 7 should prove one of the most 
valuable ever made before the organ. 
ization since it was formed 26 years ago. 

When he went to Europe Mr. Craig’s 
mind was wide open as to social insur- 
ance over there. The conclusions he 
will present to members were reached 
only after balancing every element that 
could possibly be considered in arriving 
at a decision on the very intricate social] 


problems presented. His subject is 
timely. 
H. H. Armstrong, vice-president 


Travelers, chairman of the agency sec- 
tion of the A. L. C., announces the final 
program for that section Oct. 9. Mr. 
Armstrong and W. W. Jaeger, vice- 
president Bankers Life of Des Moines, 
selected the subjects and speakers with 
a view of covering general problems 
connected with agency organizations of 
all life companies and also new situa- 
tions that have developed in recent 
months, 

The agency section program is: 

“What the Agent Is Thinking About,” 
R. B. Hull, managing director National 
Association of Life Underwriters. 

“Warming the House for the Sales- 
nian and the Sales Department,” W. T 
Grant, president Business Men's Assur- 
ance, Kansas City. 

“The Function of 
Our Economic Era,” Bailey, 
economist Travelers. 

“Conservation of Business,” W. T. 
Shepard, vice-president Lincoln National 
Life. 

General ciscussion of points presented 
by the various speakers and other 
agency subjects will follow and the sec- 
tion will adjourn after election of of- 
ficers. 


Life Insurance in 


Dr. W. B. 


Experts in Claim Work 

Lutterloh & deGruchy, 120 North La 
Salle Street, Chicago, a firm that 1s 
doing considerable claim work for life 
and casualty companies, has as its mem- 
bers two experienced men in the busi- 
ness. G. L. Lutterloh was formerly sec- 
retary of the Peoples Life of Chicago 
and Dr. deGruchy has been in claim 
work for many years. Both men are 
experts in their line. 


Star Leaders’ Club Meets 


Thirty-five agents attended the an- 
nual meeting of the Star Leaders Club 
of the Old Line Life of Milwaukee in 
Yellowstone park. Officers selected 
through their leadership in sales are: J. 
L. Fox, president; H. T. Hinsch, first 
vice-president, and N. G. Hartberg, sec- 





ond vice-president. 
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Ohio National Has 
Field Convention 


Builders Club Meeting in Chicago 
Has Many Diverting and 
Profitable Features 


VALUABLE DISCUSSIONS 


Highlights of Agents’ Experience and 
Sales Strategy Make Unusually 
Interesting Gathering 


One of the most interesting round 
table discussions ever held at an agency 
convention was a feature of the Chi- 
cago annual meeting of the Builders’ 
club of the Ohio National Life. Con- 
tributions were brief and pointed, be- 
ing based on experience in actual cases. 

A valuable survey of comparative re- 
sults on the first, second, third, fourth 
and subsequent interviews, was pre- 
sented by E. E. Kirkpatrick, superin- 
tendent of agencies. His report on the 
survey proved a strong argument for 
the prepared sales talk. It also pre- 
sented a means by which life insurance 
men and women could check on them- 
selves and determine what is wrong. 


Prima Donna Complex 


“Many agents have been going along 
as prima donnas with very little study of 
those things which make success and 
those which do not,” Mr. Kirkpatrick 
said. “Careful planning is essential. All 
available information should be in the 
possession of the agent before he calls 
on a prospect and his interviews should 
be prepared ahead of time in accordance. 

“The time of dav an agent calls is 
very important. I have known men to 
call on salesmen at 10 o'clock in the 
morning. It is obvious that if a sales- 
man has money to buy life insurance he 
will not be in his office at that time, and 
if he is in his office, he probably can’t 
buv life insurance. 

“The average agent today lacks ap- 
preciation of the need for efficiency in 
salesmanship. The tragedy of it is that 
there are so many men working only 
about a day a week and they don’t know 
it, and I suppose many of them are all 
tired out at the end of the week too. 
The man who makes only ten contacts 
a week is absolutely going to quit the 
business.” 


Interesting Chart Prepared 


Mr. Kirkpatrick also presented a chart 
which was prenared from an analysis of 
the business of 20 Ohio National agents 
of various tvnes. includine some of the 

most successful in the field. The pro- 
duétion under analysis covered a period 
of six weeks. Mr. Kirkpatrick said in- 
dividual analysis shows that the fourth 
call and thereafter is verv valuable to 
newer men but is expensive for older 
men. 

The survev showed that nine of the 
20 men put in onlv 55 to 85 percent of 
their time selling life insurance 

A sales demonstration with Grant 
Westeate, assistant sunerintendent of 
arencies. as agent. and H. E. Crain of 
Akron. O.. general agent, as prosnect 
—a skillfully handled interview bringing 
out the growing demand for familv pro- 
tection—was a feature of the conven- 
tion. T. W. Mitholland. eveneral agent 
at Columbus, O., was chairman at this 
session. 

0. C. Norton, general agent Toledo, 
took nart in the round tahle discnssion 
on “Oreanizine a Sales Talk.” N. E 
Glasthrook. Michigan state manager at 

Msine, said the sale usually is lost 
{CONTINUED ON PAGE 21) 








Pittsburgh Speaker | 




















Cc. B. STUMES 


C. B. Stumes, joint general agent of 
the Penn Mutual at Chicago with Ar- 
thur A. Loeb, brings a wealth of ex- 
perience to bear on agency problems, 
which will be discussed at the manage- 
ment sessions Sept. 22 as a part of the 
convention of the National Association 
of Life Underwriters in Pittsburgh. He 
was an unusually successful producer 
in association with Mr. Loeb for a num- 
ber of years before they formed their 
agency in 1925. Since that time they 
have placed some $68,000,000 on the 
books. 








More Claim Association 


Speakers Are Announced 





Additional speakers announced for 
the annual meeting of International 
Claim Association at Swampscott, 


Mass., Sept. 14-16, are Dr. R. N. Filson, 
assistant medical director of the Trav- 
elers, on “Attending Physicians’ State- 
ments,” and Dr. J. C. Gill of Rush Med- 
ical College, Chicago, on “The Psycho- 
neuroses and Malingering, as Pertaining 
to Various Forms of Insurance.” Dr. 
Gill gave an address on the same gen- 
eral line before the Chicago Claim As- 
sociation last winter which attracted 
wide attention. 
C. E. Ansett, 
tion department 


superintendent inspec- 
New York Life, will 
speak on “Investigating Disability 
Claims” and Professor W. R. Vance of 
Yale University on “Disappearance and 
Certain Other Anomalous Claims.” 


Security Case Not Yet Set 


DETROIT, Sept. 10.— The hearing 
on the petition of the Security Life to 
force Commissioner Livingston to 
license it in Michigan, set for Sept. 8, 
has been postponed until some time in 
October, the exact date to be set later. 
Judge O’Brien in federal court granted 
a temporary order July 22 restraining 
the commissioner from interfering with 
the company’s operations here. 


May Reduce Government Limit 


A bill which reduces the amount of 
annuity obtainable from the government 
from $5,000 to $1,200 has been ad- 
vanced to the second reading in the 
Canadian parliament. Should this act 
finally pass, and it seems most likely 
that it will, the life companies operat- 
ing in Canada will have a wider field 
for sales, although last year there were 
only nine annuities sold over $2,500. 
The rate of interest allowed by: the gov- 
ernment is 4 percent and all costs of 
administration is born by the govern- 
nient; further the annuities are not liable 
to seizure for debts of the annuitant. 





Discontinuing Disability — 


Disastrous, Agent Holds 





Joe C. Caperton, manager for the 
Phoenix Mutual Life in Detroit, writes, 
expressing the belief that disability has 
now been written so long in connection 
with life insurance that it would be dis- 
astrous to discontinue it. 

“For many years,” he writes, “I have 
read the NATIONAL UNDERWRITER carefully. 
For a long time I watched with inter- 
est the discussions of disability cover- 
age. I know that field men are not 
supposed to know much about what is 
safe from the standpoint of the com- 
pany and its policyholders. ' We leave 
that to our actuaries, who are surrounded 
with tables, statistics, etc. But some of 
us in the field, after years of association 
with our business, get some pretty 
straight ideas. We may not know how 
to determine the rates for a family in- 
come policy which will provide sure cov- 
erage for the next four generations, but 
we can understand a profit and loss 
statement issued by a life insurance 
company, and we do know such sim- 
ple problems as two and two equals 
four. 

Sees Various Inconsistencies 


“It is sometimes almost amusing 
when we read an advertisement in one 
of the local journals only a short time 
back, extolling the virtues of disability 
coverage by Company X, and then 
shocking to read soon after an article 
by the president of the X Company 
which almost shouts that if disability 
is not discontinued by every company 
immediately, all companies may expect 
dire results. Then, further we read in 
another place of a company who would 
like to join with a group and discon- 
tinue it. Or, better still, if they could 
get all the companies to combine and 
stop it entirely, that would be just the 
ideal thing. After all these years, why 
the panic? Who was doing the think- 
ing for some of these men back in 1920- 
1921, and up until now? If the rates in 
use by his company are inadequate, why 
does he not raise them? And if, as he 
says, he believes that no rate can be 
established that would be adequate, why 
in the world doesn’t he lead the way 
and discontinue disability all together? 
I have always believed that men ought 
to have the courage of their convictions. 

“Back in 1920 I was worried about 
disability. The man who taught me 
what I know about life insurance was 
very skeptical that rates then in use 
were adequate. I felt pretty strongly 
about it, and I did not sell it at all— 
but I did a lot of thinking about it— 
for I met it in competition all along 
the street, and I had to find a way 
around it. From 1920 up until 1927, 
almost every issue of insurance maga- 
zines showed where some company was 
liberalizing its disability coverage. 


View of an Actuary 


“Well, one day back in 1921 or 1922 
I went to a convention and I met a very 
smart actuary. He is a pretty big man, 
but I haven’t seen any articles by him 
stating that rates for disability cover- 
age that are adequate could not be de- 
termined. I asked him about disability. 
I had a profit and loss statement before 
me of a large eastern company which 
showed a loss of three million dollars 
on disability the year before. He didn’t 
get ‘panicky’ and condemn it—he said 
we had to look at it as it is, with all 
the factors that surround it. First, that 
disability was and is a distinct service 
to policyholders. Second, many policy- 
holders who became disabled, through 
the income furnished by disability cov- 
erage, regain their health and again be- 
come payers of premiums. Third, dis- 
ability had done much to popularize life 
insurance and that millions and millions 
of dollars of life insurance had been 
written mainly on account of the sales 
appeal of disability coverage. In those 





millions and millions of dollars of life 
insurance, he said, there is a handsome 
mortality saving. He discussed at 
length on this subject and convinced me 
ot the value of disability coverage to 
both the policyholder and to the com- 
pany. 

“Undoubtedly, in the beginning and 
up until recently, disability has been 
written with a great deal of reckless- 
ness. For a long time companies racing 
for business threw caution in disability 
underwriting to the winds. We field 
men know that. I am not surprised 
that there are losses now with a great 
many of the companies—in fact, with 
most of them, but there are a few com- 
panies who have not entirely abandoned 
sound underwriting practices. We 
surely have enough practical experience 
now to establish rates that should be 
adequate. I rather believe that $5 a 
thousand income is sensible, and cer- 
tainly a policyholder should be limited 
to the purchase of an amount of disabil- 
ity which would equal not more than 
two-thirds of his normal income, and 
his income should be pretty well stabil- 
ized for a considerable period. How- 
ever, I think it’s foolish to say, ‘Let's 
charge what we get now and only give 
them half of what we do now.’ Let's 
charge whatever rate should be charged 
—but let the actuary determine what 
the rate should be! 


By-product Is Important 


“In a great many agencies in this 
country I am sure that disability at its 
present rate does not show a loss yet 
and from experience I can tell you of 
several nice premiums we are receiving 
now from men that disability insurance 
furnished funds to so that they could 
regain their health. Then there is the 
byproduct of these men; our premium 
income has been increased because we 
have written their friends and asso- 
ciates. If disability was to have been 
abandoned, it should have been started 
a long time ago. I believe it is too late 
now. It has linked up with the service 
of life insurance and I believe, because 
it is a distinct service to policyholders, 
that there should be less talk about it 
and some concerted action by the com- 
panies along underwriting lines, etc. 
The men in the field today need more 
constructive articles written by company 
executives.” 


Aids Father 

















BEN DINGMAN 


Ben Dingman, 22-year-old son of 
Charles W. Dingman, president of the 
Guaranteed Securities Life of Topeka, 
has lately succeeded James E. Erwin 
as secretary. 

Mr. Dingman is a graduate of Wash- 
burn college where he was a football 
star. 



























































































6 


THE NATIONAL 





UNDERWRITER 





September 11, 


193] 








Rebating and Twisting Are 
Flayed by Commissioner 





ETHICAL STANDARDS LOWER 





Col. H. P. Dunham of Connecticut 
Comments on Some of the Results 
of Competition 





Agents who resort to twisting and 
rebating were roundly scored by Com- 
missioner H. P. Dunham in an address 
delivered at the conference of Connecti- 
cut General Life agents at Bigwin Is- 
land, Ontario. He declared that the 
business depression and the terrific com- 
petition for business are responsible for 
an intensification of unethical practices, 
and served warning that he was pre- 
pared to drive out of the insurance busi- 
ness in Connecticut any agents against 
whom conclusive evidence is produced 
that they engaged in twisting and re- 
bating. 


Ethical Standards Decline 


“Twisting and rebating, like the poor, 
are always with us,” said Commissioner 
Dunham. “But from reports reaching 
me it would seem that the depression 
has made them greater evils than ever 
before despite the existence of laws 
against these practices, 

“We are all aware that in times like 
these standards of ethics are likely to 
decline. In the scramble for business, 
in the fight for existence, some persons 
dull their consciences and excuse their 
evil practices with the thought that the 
end justifies the means. Twisting always 
means a loss to the policyholder who 
foolishly follows the urging of an un- 
scrupulous agent and lapses one policy 
in favor of one in another company. 

“The companies can and should strike 
the greatest blow at these evils. When 
they have reason to believe twisting is 








Given Promotion 




















Cc. J. HOLLOWAY 

C. J. Holloway, new superintendent 
of agencies for the Western & Southern 
Life, will have under his supervision 20 
Indiana districts and Louisville, Ky. 

Mr. Holloway became an agent for 
the company at Butler, Pa., in 1913. He 
was promoted to assistant superinten- 
dent at Barberton in 1914 and superin- 
tendent at Gary in 1917. Prior to his 
present promotion, he was superinten- 
dent at Richmond, Ind., where he had 
served since 1925. 








being practiced, they should deal with 
the agent in summary manner. An agent 
who stoops to unethical practices can 





(CONTINUED ON PAGE 21) 


Record of $206,000 Club 
of the New York Life Given 





GET OVER HUNDRED MILLION 





List of the Leaders in This Premier Or- 
ganization of the Larger 
Producers 





The New York Life announces the 
membership of its $200,000 club for the 
class of 1931. There are 436 members 
who paid for $100,644,011 or an average 
of over $230,000 per individual. The 
company calls attention to the fact that 
only 28 entire companies doing business 
in the United States and Canada out 
of 267, exceeded in 1930 the production 
of this $200,000 club. The leaders by 
departments are: Greater New York, 
Aaron Baum, Stuyvesant branch, chair- 
man, 100 applications for $347,000; Jacob 
Miller, Madison Square branch, vice- 
chairman, 70 applications for $326,000; 
Eastern, Northeastern and Great Mid- 
dle, H. G. Mickle, Detroit, 202 applica- 
tions for $317,541; C. Bergmann, 
Rhode Island, 58 applications for $329,- 
875; Atlantic and Southern, Coy Jay, 
Johnstown, 125 applications for $343,- 
039; S. M. Oshry, Pittsburgh, 85 appli- 
cations for $302,000; Central, North- 
western, Gulf and Southwestern, F. A. 
Hammerquist, South Dakota, 232 appli- 
cations for $356,291; A. J. Norton, Ne- 
braska, 228 applications for $312,059; 
Western and Pacific departments, J. P. 
Mendonca, Stockton, Cal., 190 applica- 
tions for $301,000; R. J. Roach, Oak- 
land, vice-chairman, 102 applications for 
$317,875. 

The leading women producers in the 
club are Mrs. Flora R. Dingwall of Wis- 
consin, $278,874; Mrs. Ellen C. Paine 
of Maine, $266,000; Mrs. Stella Schiff 
of the Madison Square, N. Y., office 
$235,416; Mrs. F. H. Pearson of Mis- 





Research Bureau Urges Use 
of Some Agents Club Plan 





RESULTS OF RECENT SURVEy 
Manager Holcombe Explains “Work. 
ingmen’s Club” Scheme Used 
Successfully by One Agency 





Much study to develop methods to 
encourage proper working habits, as a 
means of assisting established agents to 
overcome current production slr umps, 
has been made in the last few months, 

In a study made by the Life Insyr-. 
ance Sales Research Bureau of Hart- 
ford some time ago, it was found that 
agents who have been in the business 
for some time have greater difficulty in 
keeping up their production under pres- 
ent selling conditions than do new men. 
This leads to the conclusion that mod- 
ern methods of work and selling are 
the keys to more business when it js 
hard to get. 

The August supplement of the “Hand- 
book of Agency Management,” a bj- 
monthly publication of tested agency 
building plans of the Research Bureau, 
tells of a unique plan, originated in an 
agency of 40 full-time men, which has 
been unusually successful. This agency 
is characterized by a very large propor- 

(CONTINUED ON PAGE 22 








souri, $229,125; Miss Getta R. Wasser- 
man of Oregon, $219,340; Miss Ada L. 
Connor of Dearborn, $210, 000. 

There are 30 senior “Nylics” in the 
$200,000 club who have been with the 
company 20 years or more. They pro- 
duced $7,284,335. The leaders are H., L. 
Fernbach, $374,000; F. C. Moser, 
Seattle, $329,000; R. J. Roach, Oakland, 
$317,875, and William Bluth of Chicago, 
$306,500. 








Detroit - 








THE MACCABEES BUILDING 
Michigan 
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Total Admitted Assets 
Legal Reserve Am. Ex. 314%....... 


D. J. COAKLEY, Supreme Commander 


WITH 


A GREAT HUMAN SERVICE INSTITUTION 
DEDICATED TO THE BENEFIT OF MANKIND 


GENERAL AGENCY OPENINGS 


A real organizer may build 
to an annual income of 


$25,000.00 


SUPPORTING AND EFFICIENT HOME OFFICE CO-OPERATION 


Address 


oerror THR MACCABEES memeay 


| 
MORE THAN A LIFE INSURANCE ORGANIZATION : 
C. L. BIGGS, Supreme Record Keeper 
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| nd Vn we? 4 









































September 11, 1931 








LIFE INSURANCE EDITION 











a : Better Understanding Is 
Keeps Machinery of the Needed Among the People 
Meet Running Smoothly 












































































ROGER B. HULL 


One of the reasons for assurance that 
the Pittsburgh convention of the Na- 
tional Association of Life Underwrit- 
ers will be a smooth running affair, is 
the fact that Roger B. Hull, managing 
director of the association, will be busy 
behind the scenes. Mr. Hull takes 
great pride in having the conventions 
run on schedule, realizing that success 
or failure of these meetings depends on 
this feature. He is constantly consult- 
ing his watch during the sessions, cau- 
tioning speakers against over-stepping 
their time limits, jogging those on the 
program and corralling stragglers so 
that the meeting may begin on time. 

Mr. Hull’s summary, the closing fea- 
ture of the convention, is always a hit. 
After three days of speech making, when 
the audience is likely to be somewhat 
surfeited and confused as to what they 
have heard, Mr. Hull gives a bird’s eye 
review of the messages which have been 
presented, sums up the significance of 
the meeting and closes on an inspira- 


tional note. 








Johnson Sends Out Appeal 


for Early Reservations 





Holgar J. Johnson, Pittsburgh gen- 
eral agent Penn Mutual and chairman 
general convention committee, has sent 
out an appeal to all of the men who are 
planning to attend the National Asso- 
ciation of Life Underwriters meeting in 
Pittsburgh to get their reservations at 
the William Penn Hotel as quickly as 


possible. 
Reservations Much Higher 


“At the present time,” he says, “we 
have over 1,200 reservations, a 50 per- 
cent larger reservation list than any of 
the conventions have had in the past 
few years at this time. This indicates 
that the attendance at this convention 
will be, without a doubt, the largest 
of any in recent years. It would be a 
critical thing in Pittsburgh’s hospitality 
if, at the last minute, many hundreds of 
our guests were finally to decide that 
they want to be with us and then find 
that they would have to use hotel facili- 


ties aside from the headquarters hotel. 


“It is very evident that the managers’ 
and general agents’ meeting on Tuesday 
is having a great influence on the at- 
tendance at this meeting. The splendid 
Program of practical speakers has al- 
teady been put in the hands of a great 
many of the general agents and we can 
assume from the large number of reser- 
vations among the general agents and 
managers that there will be an excep- 
tional attendance at this meeting also.” 











ACTIVITY SEEN IN MICHIGAN 





Committee of the State Life Under- 
writers Association Sees Need for 
Modern Methods 


Glenn S. Kies of Lansing, Mich., gen- 
eral agent of the Ohio National Life, 
who is chairman of the education com- 
mittee of the Michigan State Life Un- 
derwriters Association, has made a sur- 
vey of the educational facilities affecting 
life insurance so far as the public 
schools of his state are concerned. He 
asked whether there was anything about 
life insurance taught in the schools and 
he found that there is very little. 

In the office of the state superintend- 
ent of public instruction at Lansing, 
there are text books filed which pur- 
lishers desire to sell in Michigan. The 
Michigan committee has been going 
over these and especially the arithmetic 
text books. It finds that while com- 
munity civics and social studies have 
much space only in a few instances are 
devoted a few pages to life insurance. 
Mr. Kies states that in the past the life 
insurance fraternity has not cooperated 
with the publishers or teachers to get 
proper material in the text books con- 
cerning life insurance In one arith- 
metic published in 1925, 16 pages are 
devoted to stocks and bonds, telling 
about the stock market, etc. There are 
eight pages given to life insurance. 


Some Insurance Questions 


Here are some of the problems which 
the pupil is asked to solve: “What 
overhead would a large insurance com- 
pany have? The percent of first year 
payments kept by the agent; the per- 
cent of the annual premium paid the 
agent for collecting; the rent paid by 
large companies for office space; what 
a company does with the premiums it 
collects.” 

Another text book tells about a wo- 
man left with $10,000 life insurance and 
then there is considerable material given 
as to how that might be invested but 
nothing said about leaving it with the 
insurance company from the standpoint 
of safety. Nothing is said about con- 
sulting the life insurance man about in- 
vesting insurance money. This book 
says, “However, it must be remembered 
that insurance is not primarily a form 
of investment. Its chief purpose is 
protection.” That statement is some- 
what antiquated today. No mention is 
made of old age endowments. : 


Need for Better Understanding 


From another text book this quota- 
tion is found: “It must be admitted 
that there have been dishonest insurance 
companies in former years and many 
people have lost heavily through them. 
By a dishonest company is meant one 
which misrepresents what it intends to 
do. It is doubtful whether all the 
present companies are equally honest, 
fair and reliable, but most of them are.” 

Mr. Kies says that these samples 
taken from the books indicate the ma- 
terial in them regarding life insurance. 
It has to do with the mechanical side 
which interests only the professional 
man. The place that life insurance fits 
into the lives of people is overlooked. 
Mr. Kies says it is not unusual to find 
rules which prevent life agents going 
into school buildings after school hours 
or at any time to talk with teachers. 
Such features as this show the neces- 
sity of a better understanding as to the 
true function of life insurance. 


W. A. Speiser, formerly superintendent 
of the Columbus, Ohio, No. 3 district of 
the Prudential has assumed charge at 
Lima, O., succeeding Superintendent A. 
D. Hildreth, retired. Superintendent 
Speiser served the Prudential as agent 
and assistant superintendent in Lima, 
prior to his promotion to the superin- 
tendency at Columbus. 























“I Don’t Believein Advertising 
in The National Underwriter” 


Perhaps you don’t, but the man who is ap- 


pointing new agents for you does. 
what he thinks about it. 


Ask him 
He knows what it 


means to be greeted with ‘What company did 
you say? I never heard of it. Where is it from?” 


**I never heard of it’’—the worst thing that can 
be said about any company. Is that what your 
special agent has to contend with? If so, every 
time you send him on the road to get new 


agents he starts out heavily handicapped. 


It is not easy to appoint new agents these days. 
It is, in fact, exceedingly difficult. The man 
doing your field work needs all the cooperation 


you can give him. Is he getting it? 


He isn’t if you are not paving the way for him. 
He isn’t if you are sending him out “‘cold’’. He 
isn’t if all of the prospects he finds say of your 


company, “I never heard of it’’. 


Lend your field mana hand. Give him a fight- 
ing chance to get new agents for you. Let your 
company be at least as well known as the others 
that are making a success. Get the name of 
your company before insurance men regularly, 
attractively and appealingly by advertising in 


The National Underwriter. 


If you do, your new agency appointments will 


increase and they will be easier to make. 


The 


work of your field man will be more effective 
and profitable. Your special agent will no 
longer be stopped by, ‘“‘I never heard of your 


company.” 


(Number 5 of a series devoted to the 
merits of National Underwriter advertising) 
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GOOD SHIPS: Only ‘‘stormy weather’’ really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every “storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 
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Connecticut General Issues 
Annuity, Group Pension Plan 


NEWS AT AGENCY CONVENTION 





Branches into Retirement Field with 
Two New Forms Designed for 
Great Flexibility 





The Connecticut General announces 
that it will issue group pension plans, 
rounding out its program for employes’ 
group insurance which also includes 
group life, and group sickness and acci- 
dent. It also was stated that a new re- 
tirement annuity is being issued. 


Details of Group Plan 


Under the group pension plans a 
definite retirement age is _ specified. 
In event of death of an employe before 
retirement, his contribution will be re- 
turned in full. If death occurs after 
retirement, the beneficiary will receive 
excess, if any, of employe’s contribu- 
tions over annuity payments actually re- 
ceived. If an employe withdraws from 
the plan, he may collect a refund equal 
to his contributions, or may continue 
payments or leave payments already re- 
ceived to purchase an annuity at retire- 
ment, while the employer will receive 
a credit equal to his contribution plus 
4 percent compound interest. 

Initial premium rates are guaranteed 
against increase during first five years. 
Experience ratings will provide means 
for rate reductions. The total premium 
will average about 5 percent of payroll, 
of which employes will contribute 3 
percent. If past service previous to in- 
auguration of a plan is to be paid for by 
employer, an additional 2 percent will 
be added to cost for first 15 to 25 years. 
A total and permanent disability benefit 
providing monthly income can be added 
at additional premium. 


Retirement Annuity Form 


The new retirement annuity is written 
to provide automatically a retirement 
income at age 65 for men—60 for wo- 
men—but the annuitant at any time be- 
fore receiving first income payment may 
elect any other age between 50 and 70 
for retirement. Automatic retirement 
at 65—or 60—is by means of a regular 
life annuity under which all benefits 
terminate immediately on death occur- 
ring after income commences. 

Before receiving first income payment, 
however, annuitant may elect a refund 
annuity instead of a regular life annuity. 
This would provide an income for life 
and in addition, in event of early death 
after income payments commence, con- 
tinue income to beneficiary until total 
income paid to annuitant and beneficiary 












Buys Stack of Papers 
With Bank Failure News 





E. F. White, life insurance man- 
ager of the Mitchell, Gartner & 
Walton agency at Fort Worth, 
Tex., has faith in the old saw that 
‘ft is an ill wind which blows no- 
body good.” And so, while he 
was attending the agents’ conven- 
tion of the Columbus Mutual Life 
at Toledo, O., he found possibili- 
ties in the news of several large 
bank failures there. Mr. White 
hurried right out and bought up a 
large part of an edition of one of 
the papers. He shipped the stack 
of papers back to Fort Worth, 
where he expects to make effective 
use of the clippings. Mr. White 
says that some very good argu- 
peg for life cine me yo 

y in newspapers in the form 
of stories relative to bank closings 
and other financial and investment 
difficulties. 











amounts to cash value available to an- 
nuitant at retirement age. 

Disability will be issued for men, this 
providing waiver of premium and 
monthly income for disability occur; 
before age 65; income paid during dis. 
ability ceasing at 65 where retiremen 
income commences. For women, this 
coverage provides waiver of premiym 
and income in event of disability before 
age 55 or prior marriage; income ces. 
ing at 60 when retirement income com. 
mences. 

The amount of monthly income ay 
annual premium of $100 will purcha 
and cash values and death benefits per 
$100 annual premium, are shown in the 
following tables: 

Table I—Men 

Guaranteed monthly retirement income 
—annual premium $100. 


--Regular Annuity—,-Refund An nuity~ 
etire- 


Age at Non- ment Non- 
Issue Par. Par. atAge Par. Par 
20....$31.82 $27.49 50 $29.50 $25.4 
16.9 15.06 50 15.6 13.9 
40 5.98 50 6.03 § 
20 46.91 39.85 55 42.43 36.05 
30 26.53 23.28 55 23.99 21.06 
40 12.67 11.37 55 11.41 10.98 
20 69.42 57.89 60 60.71 50.69 
30 40.97 35.34 60 35.83 30.95 
4 21.73 19.36 60 19.02 16.95 
50 8.50 7.69 60 7.32 6.73 
20 103.16 83.82 65 87.01 71.37 
30 62.65 52.83 65 52.95 44.98 
40 35.29 30.86 65 29.94 26.98 
50 16.79 15.07 65 14.23 12.83 


Table Il—Women 


Guaranteed monthly retirement income 
—annual premium $100. 
--Regular Annuity——Refund Annuity, 

Retire- 
Age at Non- ment Non- 
Issue Par. Par. atAge Par. Par, 
20....$29.34 $25.34 50 $27.66 $23.89 
ee 8 0 -68 13: 


3 15.5 13.88 5 14 09 
40 6.10 5.51 50 5.65 5 

20 42.72 36.29 55 39.38 33.45 
30 24.15 21.20 55 22.27 19.54 
40 11.52 10.35 55 10.58 9.54 
20 62.17 51.91 60 55.76 46.55 
30 36.70 31.70 60 32.91 28.42 
40 19.48 17.36 60 17.47 = 15.57 
50 7.62 6.89 60 18 
20 91.10 74.72 65 79.07 64.86 
30 55.44 47.10 65 48.12 40.88 
40 31.35 27.51 65 27.21 23.88 
50 14.97 13.44 65 12.93 1166 

Table Ill 


Cash values and death benefits per 
each $100 of annual premium for all ages 
at issue. 

--Cash Values—, -—Death Benefits. 


° 
Year NonPar. Par. Non-Par. Par. 
$ 42 i 


eeccces 39 97 $ & 
eoseeee 464 436 523 485 
10 - 1,106 1,017 1,159 1,062 
es oe 39 1,723 1,932 1,141 

2,561 ° ° 

3,527 ° ® 

4,675 ° ° 





,108 6,038 ° ® 
*Same as cash value. 


Liquor People Euphemistic 
in Their Occupation Title 





Life insurance companies find that it 
is necessary to have a very careful in- 
spection made where there is the slight- 
est doubt as to occupation these days. 
There are hundreds of people engaged 
in the liquor business in various capacr 
ties. When they apply for insurance 
they give as their occupation some lint 
of activity that is perfectly legitimate 
and natural. Then the fact is revealed 
that the applicant is a bootlegger or 2 
least has something to do with the I 
quor traffic. Companies are shying # 
these people because they are in a mort 
or less hazardous occupation. They are 
running many risks. They are consort 
ing with a bad element. Their future 8 
uncertain. Companies are trying 
keep off such risks. It so happens that 
people engaged in this trade are 
ing good money at this time and ca? 
buy insurance at this time. 





Armstrong Not to Attend 


Commissioner C. F. Armstrong of 
Pennsylvania advises that he will be un- 
able to attend the annual gathering 
the National Convention of Insurance 
Commissioners in Portland. Mr. Am 
strong was to have discussed the paper 
to be presented by Commissioner Mc 
Quarrie of Utah. 

















oe ol beter Ow w oO 








September 11, 1931 


LIFE INSURANCE EDITION 


























| FINANCIAL PROBLEMS 





Much Talk on Investment 





Life Insurance Men Are Greatly Interested in Manner in 
Which the Various Companies Place Their Money 
and Composition of Their Portfolios 





NEW YORK, Sept. 10.—The trends! acter of investments the fire and cas- 


of investment and investment policies of 
companies are becoming a popular sub- 
ject whereas they used to be a closed 
book to most insurance men in the field. 
Whether it is the experience of the big 
stock boom and crash or just the natural 
forces of competition, there is no more 
live subject today than the investments 
of the different classes of companies. In 
the fire and casualty field, agents had 
their own money in their companies 
stocks whereas in life insurance with the 
breakdown of whole industries such as 
farming, cotton planting, the railroads, 
etc, the question whether even the 
select and firstclass securities of the life 
companies are worth 100 percent comes 
up in the mutual companies on account 
of their participating policies. 


Use Investment Schedules 


Many agents solicit on the investment 
schedules of their companies, talking 
learnedly of this or that class of secur- 
ity and pointing out the favorable posi- 
tion which their company occupies with 
reference to the general situation. Since 
most companies have a pretty diversified 
list it is doubtful whether there will be 
much difference in results among the 
well-handled companies, but the point is 
that the investment subject is being 
studied, and more or less intelligently, 
by the insurance world at large as never 
before. 


Interesting Event in England 


It is interesting to note that in the 
British mobilization of securities to sup- 
port the pound sterling the leader in 
England was the Prudential Assurance 
which promptly came to the rescue of 
the government with an unlimited offer 
of its vast resources. Incidentally it is 
also interesting that the recent change 
in the British government was brought 
about by an insurance man, an official 
of the Prudential, who made a report on 
the dole and unemployment which 
showed that the country, to balance its 
budget and remain solvent, would have 
to pull in its horns on the dole question. 
Has there ever been a private or public 
pension system not founded upon the re- 
serve method that did not have to fail 
some time? 

The suggestion that in this country 
the bankers back of the American end 
of the British loan might call upon the 
big companies to help out and take some 
of it would no doubt at once meet with 
an unfavorable reaction even though 
the British Prudential loyally offers its 
funds for this purpose. There is a sound 
and wise jealousy of the reserve funds 
of life companies being invested, under 
any circumstances, for the purpose of 
aiding any cause no matter how worthy, 
if the judgment as to safety and income 
is to be in any way affected. Just after 
the big crash in October, 1929, the at- 
tempt to dip into life insurance funds to 
support the falling common stock mar- 
ket will be remembered and a number 
of life underwriters’ associations took 
action by resolutions requesting the 
companies to keep out. 

The fire and casualty companies and 
the life companies are in two entirely 
different fields when it comes to invest- 
ments. The former are in the market 
for profit. Backed by large capital and 
surplus belonging to stockholders, and 
unrestricted by laws limiting the char- 





ualty companies have become among 
the shrewdest traders on Wall street. 
With life insurance the point of view is 
quite different. The life companies 
above all want security and guaranteed 
interest return and they are ready to 
sacrifice large interest at any time to 
quality and safety. It is true they study 
the bond markets just as do the fire 
companies but with the large fire and 
casualty organizations the study of 
stocks and bonds approaches a science. 

The late Henry Evans of the Conti- 
nental made very shrewd investments 


but they were often made on hunches | 








and tips. The directors were able finan- 
cial men and they would often suggest 
what to buy and their advice would be 
taken without the painstaking surveys 
and research which characterize the in- 
vestments of the Continental group of 
companies. Today every large corpora- 
tion is studied, its records kept, and the 
facts, not hunches or casual opinions 
depended upon. 


New York Life Club Meets 


NEW YORK, Sept. 10.—Overweight 
cases were described as borderline risks 
by Dr. A. Fraser, medical director 
New York Life, at the opening session 
of the $200,000 field club at Saranac 
Inn, N. Y. The danger of overweight, 
Dr. Fraser said, is that it frequently 
leads to a number of serious diseases. 
Second Vice-president G. M. Lovelace 
was the principal speaker at Wednes- 
day’s session. The attendance included 
90 delegates who have paid for $200,000 
in the last club year. 


Life Span Lengthening 


NEW YORK, Sept. 10.—Indications 
of a lengthened life span in the United 
States are contained in the Census Bu- 
reau report which shows that there are 
more old persons and fewer youngsters 
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Wife Confesses Candidate 
for Governor Was in Plot 





NEW YORK, Sept. 10—Mrs. J. H. 
Smith, wife of the former Farmer-Labor 
candidate for governor of lowa, has 
admitted that she and her husband ar- 
ranged to defraud life companies by 
collecting on policies issued on her hus- 
band’s life after his supposed body had 
been found burned in his sedan early in 
February. It was discovered that a 
corpse had been substituted and that 
Smith had disappeared. Smith now is 
in jail charged with bigamy. This 
action on his part contrary to the plan 
by which he was t@ return a year or 
two after the insurance money had been 
collected, is thought to be the reason 
for Mrs. Smith’s confession. 





than ten years ago. Persons 75 and 
over totaled 1,913,196, against 1,469,704 
a decade ago, and in the 45 to 54 class 
the total was 13,018,083, or 10.6 percent 
of the total, against 10,498,493, or 9.9 
percent, the figure ten years ago. 








Articles of incorporation for the Lin- 
coln Liberty Life & Accident have been 
filed at Little Rock, Ark, The incorpora- 
tors are Lafayette Eoff, R. W. Childress, 
M. F. Dickinson and W.. B. Davis. 
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SUCCEED with SECURITY! 


For twenty-nine years hundreds of aggressive 
fieldmen have found our General Agency 
and District Manager's contracts the keynote 
of assured success for them... they know why 
a Security Contract means contact where 


merit is recognized. 


OVER ONE HUNDRED THIRTY-THREE MILLIONS IN FORGE 


Security Life Insurance Company |} 


OF AMERICA 


One Thirty Four North LaSalle Street + 
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A Complete Kit 
For the Live Salesman 


A modern, up-to-date policy con- 
tract for every type of prospect— 
Life, Accident & Health, Group and 
Salary Savings. A multiple line that 
makes selling both profitable and 
pleasing. 


The Moslic line includes Juvenile 
Policies with insured premium fea- 
ture; New Family Income Policy; 
Thrift policies; Mortgage Protec- 
tion Policies; Educational Policies; 
Insurance with Income; Old Age 
Endowments, and many others 
equally attractive. 


Representatives of the Missouri 
State Life enjoy the hearty coopera- 
tion and assistance of a thoroughly 
organized Field Service Depart- 
ment, and the Company’s Producer’s 
Clubs are a constant source of in- 
spiration and inducement to increas- 
ing success. 


With Home Office in St. Louis, “the 
City Surrounded by the United 
States,” prompt, efficient underwrit- 
ing and Agency service is assured. 


A Billion and a Quarter of Insurance 
in Force 


A Good Company to Represent 











MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 


Life - Accident - Health - Group - Salary Savings 
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Now Gets More Momentum 





National Standard Life of Houston Has 
Acquired Greater Power by 
Recent Deals 





The National Standard Life of Hous- 
ton, Tex., which has taken over the 
American Provident Life of that city, 
began business in January, 1926, as the 
Union Standard Life of Dallas. It 
moved its executive offices to Houston 
and changed its name in 1929. It was 
successful in changing about $8,000,000 
of insurance in the Arkansas A. O. U. 
W. ‘and together with that acquired by 
the American Provident gives it well 
over $20,000,000 insurance in force, as- 
sets $1,000,000, capital and surplus $250,- 
000. It is the intention of the directors 
to make it one of the outstanding com- 
panies in the southwest. The officers 
are as follows: J. E. Josey, Sr., chair- 
man of the board; William Bacon, presi- 
dent; Robert Broussard, vice-president 
and agency director; Eugene DeBogory, 
vice-president; E. M. McCormick, sec- 
retary; Dr. Lyle Hooker, medical direc- 
tor; John S. Rudd, Jr., assistant actuary 
and assistant secretary. 





A. I. U. Reinsurance Progress 


The American Insurance Union, Inc., 
the new legal reserve company, is tak- 
ing over all of the fraternal policy con- 
tracts and assets of the American 
Insurance Union, the fraternal organi- 
zation, through a transfer agreement 
providing that no policy shall be taken 
over unless the individual members 
agree. 

Those members who do not transfer 
will be maintained in a separate group 
known as the fraternal group, and will 
continue to pay the same premiums as 
their present contracts require. The 
income in this group, less the necessary 
expenses, is to be used for the benefit 
of the fraternal members only. The new 
company has the right to assess all 
those members who do not transfer in 
accordance with their policy provisions 
in the event such action becomes neces- 
sary. 


Acts Against New State Life 


Request that a receiver be appointed 
for the New State Life of Oklahoma 
City, made by Commissioner Read, was 
held up by an appeal from the district 
court restraining the attorney-general 
from filing the receivership petition. An 
investigation made by Mr. Read, he said, 
reveaied that the company is insolvent 
and not licensed to operate in Okla- 
homa. His report shows liabilities $4,- 
355 and assets $1,621. Minor items in 
the report approximating $600 were 
contested by E. E. Brown, president, 
but these would not affect the showing 
of insolvency, Read said. The commis- 
sioner requested Randell Cobb, assist- 
ant attorney-general, to start action. 
Petition for restraining order was filed. 
The state’s answer is to be filed Sept. 
24. 








Denies Federal Receiver 


A petition filed in Kaiasas City by five 
stockholders of Lloyds Life and Lloyds 
Life Insurance Corporation, asking that 
a receiver be appointed by federal court, 
was dismissed by Judge Reeves. He 
held that Superintendent Thompson is 
in beter position to conserve assets and 
give relief asked than the federal court. 
The circuit court recently appointed Mr. 
Thompson recciver. 


Prudential Figures Revised 


In a recent issue the Prudential’s fig- 
ures as reported to Georgia were in- 
correctly quoted. They should have 
been, total income, $334,580,529; total 








disbursements, $238,443,640, 





Calendars Are 


Inside Billboards 


Featuring 


YOU 


and 


YOUR 
BUSINESS 


Altay UNDERWRITER 
Insurance Calendars are like 
inside billboards in the homes, 
offices and stores of your pros- 
pects. Calendars feature your 
name and business for 365 days 
a year for about Ic a month. 


The National Underwriter In- 


surance Calendar is not just 
another calendar—it is a calen- 


dar designed especially for in- 
surance men by insurance ad- 
vertising specialists. 


Twelve for One Price 

The National Underwriter 
Calendar has 1|2 sheets, one for 
each month, making 12 distinct 
calendars for the price of one. 
Each monthly sheet has an at- 
tractive seasonal illustration viv- 
idly demonstrating a different 
need for insurance each month. 
Under each illustration is a pithy 
and potent argument. At the 
top of the calendar, right in the 
focus of all eyes, your name and 
address are imprinted free. 


Limited Supply 

It is necessary to act imme- 
diately. We have on hand only 
a limited number of calendars 
already for imprinting. We can 
accept orders only as long as 
this supply lasts. Write for 
more information today and in- 
sure that your name will be be- 
fore your clients the 366 days 
of 1932 at a cost of approxi- 
mately one cent a month. 


The National Underwriter 
A-1946 Insurance Exchange Chicago 
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Union Central Agents Gather 





Nearly 250 Eastern Field Men and 
Home Office Officials at Atlantic 
City Meeting 





ATLANTIC CITY, N. J., Sept. 
Nearly 250 agents, nagers, general 
agents and home office oincials of the 
Union Central Life attended the eastern 
regional meeting here this week. 

President J. R. Clark greeted the 
agents at the opening session. Talks 
were given by home office executives, 
‘cluding G. L. Williams, vice-president 
and chairman of the board; Jerome 
Clark, superintendent of agencies; Dr. 
William Muhlberg, medical director; R. 
s. Rust, assistant-secretary; A. J. 
Koeppe, assistant-actuary; W. F. Han- 
selman, assistant superintendent of agen- 
cies; M. S. Trueblood, assistant super- 
intendent of agencies 

Those on the Program 


Members of the field force who spoke 
were C. B. Knight, general manager 
New York agency; J. P. Devine, gen- 
eral manager, home office agency, Cin- 
cinnati; J. M. Woodhouse, manager, 
Boston; Manager J. Hooper and George 
Hebner, Jr., Baltimore; H. J. Atkinson, 
Boston; E. W. Culberson, New York; 
Louis Guberman, New York; D. H 
Ward, New York; Associate-Manager 
L, J. Burns and Supervisor E. S. Diem, 
Buffalo; J. M. Thorsen, New York; L. 
E. Grieve, New York. 

Meetings were held Tuesday morn- 
ing and afternoon and Wednesday 
morning. A banquet and dance was 
held Tuesday evening. 

The mid-western regional meeting of 
the Union Central will be held at French 
Lick Springs, Sept 11-12. 


Old Republic Credit Life 
Agents Gather in Chicago 








Representatives of the Old Republic 
Credit Life of Chicago, many of them 
from the south, gathered in Chicago for 
a two-day conference. There was a 
banquet, at which President Ben I. Rap- 
port's strong following was in evidence. 
Mr. Rapport is a popular figure with his 
field force and it ts obvious that he gets 
results by having the devotion of his 
men. 

Many of the representatives were em- 
ployes of industrial banks who act as 
agents in placing insurance to cover 
character loans. Mr. Rapport developed 
this business as president of the Bankers 
Credit Life of Birmingham and expects 
to introduce it in new sections with the 
Old Republic ‘Credit Life, which is the 
result of the recent merger between the 
Bankers Credit Life and the Old Re- 
public Life. 

At the banquet, telegrams expressing 
good wishes for Mr. Rapport and the 
company, were read by Secretary N. A. 
Nelson, Jr. Judge Rufus M. Potts, for- 


mer Illinois commissioner, was toast- 
master, The speakers included Vice- 
President C. W. Howe, G. R. Harsh, 


who has been attorney for the Bankers 
Credit Life; Roy R. Cox, secretary, sta- 
tioned in the south; R. E. Wilsey, 
Prominent Chicago business man, who 
is a director of the Old Republic Credit 
Life; C. J. Driever, treasurer, and Mr. 
Rapport. The speaker of the evening 
was Dr. J. S Thomas, economist for 
the Commonwealth & Southern Corpo- 
ration. 


Hold Meeting at Lincoln 


The annual agency meeting of the 
ccurity Mutual Life of Nebraska will 
held at Lincoin Sept. 25-26. Vice- 


estent Hyde is negotiating for sev- 
tral speakers of prominence in the in- 
Surance world, to supplement talks by 
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field men The company ended July 
with $31,000 more new business on the 
books than for the same period a year 
ago. Fourteen field men have qualified 


| for the $150,000 Club. 





Gulf States Life Convention 
The Gulf States Life of Dallas will 
go on a boat trip to Havana. The party 
will leave Dallas, Dec. 29, arriving at 
New Orleans the next day and that 
night, and New Year's Eve will be spent 
on the Gulf of Mexico. After being in 
Havana for a day or two they will set 
sail for Puerta Castilla, Honduras, 
where they will remain for several days 
returning to New Orleans and then to 


Dallas. 


Sun Life Agents Meeting 


NEW YORK, Sept. 10.—Eight hun- 
dred members of the field and home of- 
fice forces of the Sun Life of Canada 
are gathered at White Sulphur Springs 
this week for their annual four-day 
meeting. President T. B. Macaulay will 
deliver the principal address Friday, on 





“Gold Hoarding,” his observations on 
which already have received widespread 
notice in the daily press. 





Change to Department Plan 


The Equitable Life of New York will 
return to the departmental conference 
plan next year, a change from the 
agency conferences held this year. The 
eastern department will convene in 
Montreal, the central in Toronto, south- 
ern in Hot Springs, Va., and Greater 
New York on a steomer to Bermuda 
The place of the western departinent 





conference has not been decided. 





C. S. Geary Is Transferred 


The Mutual Trust Life has trans- | 
ferred General Agent C. S. Geary, for | 
the past 15 months located at 63rd and | 
Woodlawn, Chicago, to loop offices at | 
100 North LaSalle street, where it is | 
expected he will increase volume and | 
agency force substantially before the end 
of the year. 

As assistant manager in the Kellogg | 
Agency of the Equitable Life of New| 
York in Chicago Mr. Geary personally | 
led the nation wide organization in 1929 
for number of paid cases, in addition to | 
spending much of his time in agency or- 
ganization. 


cial Needs 





Mathus Is Author of 
New Book on Selling 








Organized sales talks are receiving 
greater and greater emphasis in the sales 
plans of all companies today. The 
newest book on life insurance salesman- 
ship is therefore perhaps particularly 
timely, in that, from cover to cover,,. it 
is devoted to the important subject of 
what to say in the interview. 

“Fifty Interviews—Fifty Sales” was 
compiled by K. H. Mathus, editor of 
publications for the Connecticut Mutual 
Life and author of one of the “best 
sellers” of 1929, “The Eyes Have It, in 
Selling Life Insurance.” 

An unusual feature is that the new 
book is in dialogue throughout, even 
the introduction, written by J. A. Steven- 
son, vice-president Penn Mutual Life, 


following this interesting land rather 
unusual treatment. 
A glance at the chapter headings 


gives some idea of the broad and prac- 
tical scope of the volume, and its ap- 
plicability to present-day selling condi- 
tions: Selling Family Income; Selling 
Retirement Income; Selling Life Insur- 
ance as an Investment; Selling for Spe- 
(readjustment, clean-up, 


Christmas, educational, etc.); General 





The September Horoscope 





Pride and selfishness are the two great faults of Sep- 


tember born folk. 


Nevertheless, people of this month are invariably 
clever, and they are blessed with so many talents that 
success is open to them in almost any field of work they 


choose. In finances they are keenly 


shrewd, and when 


they speculate they can be relied upon to get good re- 


turns for their money. 


Originality is strongly marked in September people, 


and inasmuch as the world pays a long price for orig- 


inality, you should make the most of 


this trait. 


The Sapphire should be worn constantly, and your dress 
attire should have either scarlet or light blue in its 


make-up. 


If you are in the life insurance business but not now 
under contract you should by all means investigate the 


Royal Union's agency proposition. 
you will find it with us. 


. 


Royal Union Life 


Seek success and 


Insurance Company 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board 
J. J. SHAMBAUGH, Pres. 


B. M. KIRKE, V. P. & Field Mar. 


W. D. HALLER, Sec'y 
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Forging Ahead 


Even the most visionary of the men who formed 
this Company would marvel at its present scope. 


They were seeking to provide for themselves, a 


select group, 


and safeguard accruing to their beneficiaries. 
Other men sought membership in the Company 
and it has grown steadily, especially since the 


turn of the century. 


of every life insurance function has insured the 
future growth of the Company noted for eighty- 


six years of sound, conservative underwriting. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 


insurance with every advantage 


Outstanding performance 





.-modern life insurance since 1845.. 























Leading Off 





In August, new submitted busi- 
ness of many life companies (in- 
cluding The Guardian) showed a 


decided increase. 


We believe this signifies the in- 
coming tide of popular recognition 
for life insurance as property, as 
unusually good property, — and as 
such, today’s prime investment. 


We believe this public realization 
will, in the months immediately be- 
fore us, endow the Field Force of 
American Life Insurance with the 
opportunity for a conspicuous lead- 
ership in the evitable return to more 
normal conditions in our national 


economics. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE : - 


NEW YORK CITY 








Canvassing; Selling at the Younger 
Ages: Selling the Professional Man; 
Selling Life Insurance as Protection; 
Answering Objections; Keeping Busi- 
ness in Force (a topic of especial in- 
terest today); Utilizing Life Insurance 
Trusts; Selling Life Insurance Through 
Programming; and Selling Business In- 
surance. All of these presentations are 
in playlet or dialogue form. 


Schedule Set for 
Pittsburgh Meet 


(CONTINUED FROM PAGE 3) 


Tuesday at 8 a. m. the National as- 
sociation will give a complimentary 
breakfast to the representatives of the 
local and insurance press. 

An additional speaker announced for 
the Tuesday managers’ session is John 
L. Wood of the National Cash Register 
Company, who will talk on “showing a 
gain in ’31.” The experiment is being 
tried this year of devoting a whole day 
to a discussion of the manager’s prob- 
lems instead of a single session as here- 
tofore. It is thought probable that out 
of this there may grow some kind of a 
permanently organized managers’ unit 
of the National association. A. E. Pat- 
terson is chairman of the managers’ pro- 
gram committee. 

The Million Dollar Round Table will 
meet for breakfast and conference Wed- 
nesday at 8 a. m. with T. M. Riehle as 
chairman. 

Thursday noon there will be a Dutch 
luncheon for all holders of the C. L. U. 
designation, persons who have passed 
all five examinations given by the 
American College of Life Underwriters, 
but who have not yet completed their 
five years’ experience, and officers and 
directors of the American College. 


Confer College Diplomas 


At 2:30, following this luncheon, the 
“fifth conferment” of the American Col- 
lege of Life Underwriters will be held. 
The conferment of diplomas will be im- 
mediately followed by a program of 
addresses and discussion designed to be 
of particular value to study group lead- 
ers; teachers from cooperating colleges 
and universities; officials of life under- 
writers associations; Chartered Life 
Underwriters and all others interested 
in furthering the C. L. U. program 
through proper and effective educational 
methods. The speakers will be Presi- 
dent E. J. Clark, Vice-President W. M. 
Duff, Dean S. S. Huebner and Assist- 
ant Dean David McCahan. The annual 
meeting of the officers and directors of 
the American College will be held Tues- 
day evening, following a dinner. 

Thursday noon, following the morn- 
ing program session, there will be a 
Dutch luncheon and conference for su- 
pervisors. The program will be staged 
by the supervisors’ committee of the 
Pittsburgh association. 

Wednesday evening there will be a 
Dutch dinner and conference for all 
those interested in the program and 
plans of “The Department of the Amer- 
ican Family,” under the chairmanship 
of Mrs. W. S. Pritchard of Garner, Ia., 
director of the department. 


Pilot Players at First Session 


At the first session of the convention 
Wednesday morning, the Pilot Life 
Players, Greensboro, N. C., will present 
a one-act play written by L. L. Mc- 
Alinter, superintendent of agencies of 
the Pilot Life, and acted by represen- 
tatives of that company. The play is 
entitled: “What Price Policy Loans,” 
and is presented to the convention by 
special invitation and through the cour- 
tesy of the Pilot Life. 

At this session there will be the usual 
“introduction of special guests,” with 
greetings from allied insurance organ- 
izations, and an address by Miss Sophia 
Bliven, manager of the women’s agency 
of the Penn Mutual at Philadelphia on 
“Financial Independence for the 


Woman, Through Life Insurance and 














Annuities.” The session will close with 
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an address, “Just Like in the Movie” 
by A. E. N. Gray, assistant secretary 
Prudential. 

Plans for the Wednesday afternoon 
session are still somewhat in abeyance, 
but the following is the tentative sched. 
ule: Address by Chandler Bullock 
president State Mutual Life, on “Con. 
serving Life Insurance Now in Force”; 
addresses by L. G. Simon on “Life In. 
surance as Applied to Business Needs”; 
by Samuel Crowther on “Insuring Life 
Innurance”, and by Senator Reed on 
“Life Insurance, the Nation’s Asset.” 
Mr. Crowther is the author of biogaphies 
of Henry Ford and Harvey Firestone, 
and a frequent contributor to the 
Saturday Evening Post.” 


Feature Investment Angle 


The Thursday morning session wil] 
feature the general subject of “Life In. 
surance as an Investment,” and trust 
officer-life underwriter cooperation. Ab- 
ner Thorp, Jr., of the Diamond Life 
Bulletins will feature the main subject, 
and the investment angles of life insur- 
ance from the life underwriter’s point 
of view will be discussed by W, H. 
Hackleman, general agent Massachusetts 
Mutual Life, Indianapolis. Gilbert T. 
Stephenson, president trust company 
division American Bankers Association, 
will speak on “Analyzing Estates to De. 
termine Insurance Needs” and _ there 
will be an address by A. F. Young, vice- 
president Guardian Trust Company, 
Cleveland, on “How a Banker Looks 
at Life Insurance.” The session will 
be closed by Prof. W. A. Irwin of Wash- 
burn College, Topeka, on “Why Life 
Insurance?” At the close of this ses- 
sion there will be a Dutch luncheon for 
trust officers and life underwriters es- 
pecially interested in the cooperative 
movement. 


Work of American College 


A feature of the Thursday morning 
session will be the appearance, for sey- 
eral contributions, of C. Thompson 
of the Travelers at Peoria, Ill. The exact 
character of his “skit” is not divulged, 
the program announcement reading 
merely: “Tommy Thompson of the 
Travelers: Whatsit?” 

Friday morning, after the report of 
the nominating committee and election 
of officers, an hour will be devoted to 
the American College of Life Under- 
writers. Dean Huebner will speak on 
“The Conserving Influence of the C. L. 
U. Program on Life Underwriting” and 
President Clark’s address will deal with 
“The First Four Years of: the Amer- 
ican College.” 

Louis Roth of the Mutual Benefit at 
Buffalo will speak on “The Life Under- 
writer Organized” and R. B. Coolidge 
of the Aetna in Cleveland on “Life In 
surance as an Estate.” The session will 
close with Vash Young's famous talk 
“A Fortune to Share.” Mr. Young is 
an agent for the Equitable in New York 
City. Through the courtesy of the New 
York Central Railroad, its Twentieth 
Century Quartet will be featured on the 
Friday morning program. 


Features of Closing Session 


The convention closes Friday after- 
noon with addresses by H. W. Abbott, 
general agent Massachusetts Mutual, 
Pittsburgh, on “Organizing the Buyer 
to Buy”; “Personal Effectiveness” by C 
E. McMillen, general agent North- 
western Mutual, New York City; an ad- 
dress by Senator Davis. a member 
three national cabinets, and the closing 
of the convention by the justly cele- 
brated Josh Lee of Oklahoma Univer- 
sity, with his talk entitled: “The Success 
Insurance Company.” 

Interspersed throughout the conven- 
tion program will be the usual “Echoes 
from the Million Dollar Round Table. 





Sun Life Omits Extra 


The Sun Life of Canada has omitted 
the extra semi-annual dividend to stock- 
holders of $25, but has declared its usual 
$6.25 quarterly dividend. 
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| EXECUTIVES’ VIEWS ON DISABILITY 





(CONTINUED FROM PAGE 3) 


riod) coverage is so great in the scope 
and influence it has had on the courts 
that it would be as well for the com- 
panies to abandon this class of coverage 
entirely, but in my judgment the com- 

nies should return to sanity or aban- 
don the field in entirety. 

“5, Fortunately our company has 
vigorously stood for total and permanent 
disability, without any waiting period, 
and we have not thus far lost money on 
our disability underwriting, but in the 
judgment of an humble business man 
(whose judgment may not be as good 
as some of these great actuaries)—the 
Lord help us under this new waiting 

riod clause, foisted upon us by the 
New York committee. aided and abetted 
by these so called great actuaries.” 

eo: @ 


Disability Sale Suffers 
From Evil of Extremes 


The following are the observations of 
the president of the eastern company, 
who desires not to be quoted by name: 

“Like many other movements in our 
country this one represents violent ex- 
tremes. Competition has carried too 
far into the realm of actual casualty in- 
surance in its most commonly accepted 
sense and has resulted in a system of 
indemnification for very temporary dis- 
abilities indeed. 

“The tendency now seems to be to- 
wards the other extreme. 

“We have come to believe that we 
should eventually adopt an even more 
conservative attitude than now obtains 
in our disability underwriting. Perhaps 
this attitude may involve appropriate 
modifications of some details of bene- 
fits accorded though not to the extent 
of abandoning the present general form 
of annuities. We intend to give the 
matter a further test upon that basis 
before seriously considering any very 
drastic change.” 

. @ @ 


Hamilton Offers Ideas 
For Correcting Benefit 


President Hamilton’s suggestions for 
correcting the disability situation follow: 

“It seems to me that there are three 
fundamental phases of this proposition 
to consider in any effort to write this 
class of business on a basis which will 
be generally satisfactory to life insur- 
arice companies. 

“The first and most important it 
seems to me is that of proper under- 
writing. My observation has been that 
many life insurance companies, particu- 
larly those that have had no experience 
in the writing of health and accident in- 
surance, have not fully realized the na- 
ture of the contract which they have 
been granting in the writing of disabil- 
ity coverages and as a result have pur- 
sued underwriting policies that were en- 
tirely too liberal from the company’s 
standpoint. It is not safe for the man- 
agement of a company to assume that 
if a risk conforms with the requirements 
for obtaining life insurance at standard 
rates such risk also would be entitled 
to disability benefits, because there are 
many cases where because of personal 
or family history an applicant would not 
be a desirable risk for disability insur- 
ance where it properly might be ac- 
cepted for life insurance at standard 
tates. From my viewpoint the question 
of underwriting of this business is of 
foremost importance if the company is 
to have a satisfactory experience with 
the business. 


Favors Change to Six 
Months Waiting Period 
The second important consideration 
as 1 see it insofar as the writing of dis- 
ability benefits is concerned is that of 
“€ msuring provisions or clauses of the 
disability contract. A six months wait- 
Period now seems to be advocated 


a modification of the disability coverage. 
I also think it would be highly desirable 
to have a provision in the disability con- 
tract of all companies which would pro- 
tect the companies from over-insurance 
by pro-rating the benefits in the event 
a claim should arise where the amount 
ot insurance carried by the policyhold- 
er was excessive. 

“The third major factor to consider 
is the question of rates. However, if the 
business is not properly underwritten or 
if the disability clauses are too liberal in 
their provisions it would, in my judg- 
ment, be a difficult proposition for any 
company to bring about a satisfactory 
experience with this class of business 
by adjustment of premium rates. If a 
company, because of its underwriting 
policy, should be unfortunate enough to 
write a large volume of speculative dis- 
ability business its experience undoubt- 
edly would be such that a substantial 
increase in the premium rates would not 
offset the increased losses on the busi- 
ness. 

“It is generally recognized that the 
cost of disability insurance increases 
with the age of the insured. I believe 
that beyond a certain age the speculative 
hazard of the business increases and 
therefore it would seem good business 
on the part of the companies writing 
income disability insurance to reduce the 
benefits payable in the event disability 
occurs after age 50 or 55 and prior to 
age 60. We have many illustrations 
where the financial status of policyhold- 
ers is materially changed during the pe- 
riod between age 50 and age 60. If an 
individual is insured under disability 
provisions of life policies for an amount 
larger than he is able to earn by devot- 
ing his time and efforts to his business 
or occupation there is a marked incen- 
tive to collect under an income disa- 
bility benefit rather than to continue in 
business or in the occupation which is 
producing a substantially reduced in- 


come.” 
‘a 


Disability One of Boom 
Frills to Be Cut Off 


Herewith are presented the views of 
the president of the Nebraska company: 

“As to mistakes that have been made, 
my notion is that the biggest mistake 
was to ever include the disability bene- 
fit in the coverage of a life insurance 
policy. We stayed out of it entirely 
as long as we could withstand the pres- 
sure of our agency organization and 
finally submitted under protest along in 
1921 or 1922. I thank my lucky stars 
we continuously stayed with the orig- 
inal disability program, that is requiring 
a six months’ waiting period before pay- 
ments were made. In fact, the clause 
which we used up to the first of last 
July really required an eight months’ pe- 
riod as proofs could not be submitted 
until disability had existed for two 
months and then payments were made 
six months after approved. While the 
provisions of a year ago necessitated a 
modification of this basis we still set it 
up with the idea of a six months’ wait- 
ing period, attempting to meet competi- 
tion by a provision that after the six 
months period had expired if the dis- 
ability did continue our first disability 
payment would be the equivalent of a 
three months’ payment, thereby carry- 
ing back the monthly payments to the 
fourth month. 

“Our own experience has not been at 
all bad, but we have never been happy 
with the disability coverage. It is my 
hope that the time will come when some 
of the larger organizations will be will- 
ing to take the bull by the horns and 
eliminate the income feature entirely, 
leaving only the waiver of premiums. 
I feel quite certain that if there was a 
movement of this kind put into effect by 
a substantial number of the larger com- 





ing 
w Ge management of some companies 
would favor and recommend such 





panies we would see a good share of 
(CONTINUED ON PAGE 22) 





A Teacher of 
Financial Sanity 


Lite insurance restrains the impulse to speculate. 
It is, in some ways, an exact science, and there is no 
gambling factor in it. The possessor of a life insurance 
policy recognizes that it is a certificate of property in 
which there is no element of speculation, and that 
impels him to go slow in spending his money for that 
which glitters but is not gold. Further, the average 
man is not so well endowed with money that he can 
employ as much life insurance as his family needs, 
and at the same time hazard his earnings or his profits 
in things which experience teaches are liable to end 
in loss. 


Life insurance schools a man or woman in careful 
financing, in requiring value in exchange for an expend- 
iture, and in seeing the realities in financial enterprises. 
Money lost in speculation is actual capital destroyed, 
which cannot be replaced. Life insurance helps to 
curtail society’s wastes of capital, while fortifying the 
lives of millions of its individuals. 


THE PENN MuTuaAt Lire INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 
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SIXTY YEARS of PROGRESS 


1871 1931 


Statement for 1930 


New Assurances Paid for.$ 705,678,000 
Total Assurance in Force. 2,863,701,000 


Surplus and Contingency 
PN Seva cteseveess 36,532,000 


SE 
Liabilities (including 
Paid-up Capital Stock).. 552,201,000 








SUN LIFE 
ASSURANCE COMPANY 
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Head Office: Montreal 


















































































































THE NATIONAL UNDERWRITER 





September 11, 193] 















































14 
LIFE INSURANCE EDITION | 
Published every, Poiday by eG ARD J WOHLGEMUTH. Prendeats JOHN F. Gricege. President George W. Covington of the | was struck by a fire truck. He was yn- 
bra and New Yo OWARD J. BURRIDGE, Pe ee ee Denne Standard Life of Jackson, Miss., was | conscious for several hours and it was 
: ; surprised on his birthday when the home | feared he had a fractured skull. How. 
EN eT AR Vie ee ee 5, Saan. office staff trooped into his office bear- | ever a late bulletin reports Mr. Deane 
, age ‘ . ing a birthday cake, flowers and a bun- | somewhat improved. He is nationally 
CARTWRIGHT, Managing Editor dle of applications. This was a feature | known as a special writer for the Aetna, 
LEVERING by Ng ee ly a Editor of presidents’ month in the Standard | and he has the record of having written 
CHARLES D. SPENCER, Associate Editor Life, which was a decided success. some of the largest policies in the his. 
} DALE R. SCHILLING, Associate Editor _— tory of the company. He has been 
} PUBLICATION OFFICE. A1946 Insuranes Exchange, CHICAGO. Telephone Wabash 2704 | A. G, Tuthill, assistant manager of | covering the United States with other 
agents, handling business and group in. 


CINCINNATI OFFICE, 420 E. Fourth S 
ABNER THORP, 


NEW YORK OFFICE 


803-123 William St., Tel. Beekman 3-3958 
; GEORGE A. WATSON, Associate Editor 


DETROIT OFFICE 


1015 Toanepoctation Bidg., 
J. A. PETERS, Resident Manager 


1517 First National Bank Building 
R. J. McGEHEAN, Resident Manager 


139 Summer St., Weymouth, Mass., 


hone Main 5781, 
ir. Director Life Insurance Service 


Tel. Randolph 3994 

SOUTHEASTERN OFFICE—ATLANTA, GA. 

NEW ENGLAND OFFICE 
' 


Tel. Weymouth 2158-R, J. M. DEMPSEY, Resident Manager 
Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill, Under Act, March 3, 1879 


RALPH E. RICHMAN, Manager 
Dept. | 
SAN FRANCISCO OFFICE 
105 re ad Street, Tel. Kearny 3054 
FRANK W. BLAND, Resident Manager 
CYRUS K. DREW, Pacific Coast Editor 
DES MOINES OFFICE 
716 Fleming Bldg., Tel. 4-8712 
R. E. HEATH, Resident Manager 
PHILADELPHIA OFFICE 
| 


412 Land Title Blde., Tel. Rittenhouse 3654 
W. J. SMYTH, Resident Manager 











Subscription Price $3.00 a 





in Canada, $4.00 a year. 
In Combination with The National Underwriter f Fire and Casualty, $5.50 a year; Canada $7.50 


| 

! 

- | 

Single Copies 15 cents. 














Member Audit Bureau of Circulations | 














Life Insurance in Action 


Lire agents who are producing business 
this year are those who have returned to 
fundamentals in selling. Life insurance is 
essentially protection. It is sold in these 
times as a necessity and that is the only 
way in which it can be sold. The public is 
not buying anything but necessities. The 
fact that life insurance is sold at all shows 
that it meets a fundamental need that is 
felt by individuals even in a time of such 
deep depression. 

It is this condition that accounts for the 
extraordinary welcome that was given this 
year to the Life Payments Number of THE 
NATIONAL UNperwriteRr, published in July. 
The Life Payments Number shows life in- 
surance in action. It shows the huge sums 
that go back to the people from which they 
came. Nothing else approaches it as a 
demonstration that life insurance is'a rock 
on which to build securely for the future. 

That the demonstration of insurance 
benefits has an especial appeal this year is 


Reduction Up 


INSURANCE COMMISSIONER DUNHAM of 
Connecticut said that the complaint is often 
heard that there are too many agents. He 
insists that the limitation of the number of 
agents is not the province of the insurance 
commissioner. If there too many 
agents it is up to the companies to reduce 
the number. Too many agents, of course, 
reduce the earnings of the competent, legi- 
When a field becomes 


are 


timate producers. 


shown by the demand for extra copies. 
Orders came in from all over the country, 
some of them by telegraph, and kept up 
even after the edition was exhausted. A 
striking comment on the value of the Life 
Payments Number as a selling document 
was made by Vice-President R. N., 
STEVENSON of the Pactric States Lire in 
a letter to the editor. Mr. Stevenson 
said in this connection: 

“Having a good many years experience 
in underwriting it seems to me that this 
issue would have more attractions for the 
men in the field than anything that you 
could use along the educational lines. As 
a matter of fact this number could be used 
in place of a good many of the stereotyped 
sales talks that we hear about. 

“T am certain that an agent would not 
have to do much talking in front of his 
prospect if he used this particular maga- 
zine. There is no question but what there 
are more sales arguments for the agent 
and more appeal to the purchaser of life 
insurance than anything that could be 
used.” 


to Companies 


over crowded, ethics are often lost sight of 
in the scramble. Twisting, rate cutting, 
rebating and offering of inducements that 
should not be given, come in the wake of 
too many agents. Col. DUNHAM said that 
the insurance commissioner is never called 
upon to clean up messes made by a good 
agent. The big trouble is always with 
the ignorant and incompetent agent who 
muddles things wherever he goes. 


Plenty of Companionship 


Many people bewail their fate and yet 
after all what has happened to bring hard 
luck or disappointment to anyone has 
happened to someone else. There are no 
new experiences of a human nature. There 


is a feeling of satisfaction in the thought 
that one has had plenty of company in the 
various dark hours through which he has 
passed. It is soul-searing to be alone 
in one’s misery. 


Listening to Experience Lessons 


THE man who listens to the voice of 
experience and studies the lessons that 
come from his activities will meet with 


fewer failures in the future. Experience 





after all is our best teacher. Students 
of life can go to no other source and 
learn as much as from this great in- 
structor. 





agencies of the Fidelity Mutual Life, is 
on a trip to the Pacific Coast. He will 
also visit the mid-western 2gencies of 
the company 

About 35 employes of the North 
American Reassurance, headed by Presi- 
dent Lawrence M. Cathles and Secre- 
tary W. H. Smith forgot treaties and 
window jumpers for a day recently and 
held an outing at Jones Beach, L. I. 
The party rode to the beach by bus, 
spent an evening dancing and came back 
to New York in the moonlight. 

Following the reorganization some 
months ago of the Pilot Life of Greens- 
boro, N. C., with a consequent reduc- 
tion in staff personnel, Dr. J. J. Post, 
who for seven years was assistant med- 
ical director of the Pilot, has been spe- 
cializing upon insurance medical exam- 
inations in Greensboro 

Dr. Post, who has been representing 
some 24 companies in this capacity, ex- 
pects to continue in this work for a 
time, looking forward ultimately to a 
connection with the medical department 
of a life company 

Insurance Commissioner E, W. Clark 
of Iowa expects to go to the commis- 
sioners’ convention at Portland, Ore., 
next week by airplane. He finds im- 
portant duties will keep him at his 
office until it will be too late to reach 
the meeting by train Commissioner 
Clark is giving a good account of him- 
self in his official work 


Jack Russell, manager home office 
agency at Los Angeles of the Pacific 
Mutual Life recently proved his 


strength on a week-end outing by land- 
ing a 325-pound hammer-head shark. 
The fish was taken on regulation tuna 
club tackle after a terrific struggle of 
three hours and five minutes from Dan 
Baker’s cruiser. The hammer-head is 
one of the rarest members of the shark 
family and this was the first taken in 
these waters for some time, 


Dr. W. A. Smith, assistant medical 
director Connecticut Mutual, attended 
the annual meeting in Kansas City Sept. 
8 of the Aero Medica! association, of 
which he is a member 

Dr. W. B. Smith is an aviation en- 
Himeineg ae ee . lees 
thusiast. =! las made an intensive 
study of aviation risks in relation to 


and has expressed the be- 

no life company will dis- 
criminate against persons who use the 
air moder ate lv for travel. The Connect- 
icut Mutual has removed such restric- 
tion but dist inguishes in accepting risks 


life insurance 
lief that soon 


between habitua! users of the air and 
those who ride in the air occasionally. 

W. P. Simpson, director of the Amer- 
ican Citizens Life, died suddenly of 
heart failure at Columbus. O. He was 
one of the leading business men of that 
city. 

Cc. D. Mili Mill, Gentry & Mill, 
Kansas City general agents Massachu- 
setts Mutual, is improving following a 
major operation last week at a Sagi- 
naw, Mich., hospital 


Edward M. Deane, Sr., big producer 
of the Aetna at Grand Rapids. who in 
1930 was credited with having sold 
about $14,000,000 of business, mostly 
for business and stock retirement pur- 
poses, was seriously injured in an auto- 
mobile accident Sept. 4 when his car 





surance. He is chairman of the plan- 
ning commission of East Grand Rapids 
and prominent in civic work. 


Free tuition for night courses at the 
University of Cincinnati has been of. 
fered emnloyes of the Western & South- 
ern, Cincinnati by President C. F. Wi. 
liams. Thirty-eight employes have sig. 
nified their intention of taking advan. 
tage of this offer and 104 tentatively ar. 
ranged to take the night instruction. 


At the weekly meeting of the Cincin- 
nati agency of the Union Central Life, 
John L. Shuff, representing the agents, 
presented Henry Dickens with a gold 
watch, in recognition of 40 years’ sery. 
ice with the company in Cincinnati, 


Mr. Dickens was born in England, 
and in 1877 began selling industrial in- 
surance for the Prudential of London. 
In 1884 he was brought to America by 
the Metropolitan and took an agency 
in New Jersey, later moving to Young- 
stown. Forty years ago he went to 
Cincinnati for the Union Central. 

Mr. Dickens has had to return but 
one policy to the company not delivered, 
In that instance, he found that the ap- 


plicant had misrepresented statements 
about his physical condition. Mr. Dick- 
ens continues active in social service 
and church work. 

F, H. Davis, former vice-president 
Equitable Life of New York and more 
recently general agent of the Penn 


Mutual Life at Denver, is seriously ill 
at Rochester, Minn., having undergone 
an operation there. Ben F. Shapro of 
San Francisco, general agent Penn 
Mutual, has been with Mr. Davis at 
Rochester. 

W. A. Marshall, former president of 
the Home Life of New York, died at 
the age of 84 at his summer home at 


Manuet, N. Y., Sunday. Mr. Marshall 
joined the Home Life in 1866 and be- 
came actuary in 1877, vice-president in 


1904 and president in 1919. Resigning 
in 1924, he was made chairman of the 
board. He later retired from this posi- 
tion but continued as a director. He 
was a charter member of the Actuarial 
Society of America 


J. F. Holland, deputy 
missioner, has received considerable un- 
official backing from St. Louis political 
groups for nomination as attorney gen- 
eral to succeed Stratton Shartel. 


Missouri com- 


_- 
Stratford Corbett, a former newspaper 
man who has been connected for the 
last three years with the office of Sec- 


ond Vice-President G. M. Lovelace of 
the New York Life, is the author of 
“Reputations a la Carte,” an article ap- 
pearing in the current issue of “Ad- 
vertising and Selling,” which exposes 


the methods of self-styled business ma- 
cazines whose sole circulation consists 
of the extra copies thew sell to the sub- 
jects of their extravaga intly laudatory 
writeups Important versonages im 
every line of business ‘are constantly 
being made the victims of this racket. 


Horatio S. Weston, ( 
Lamar Life, died Tuesday morning 
Jackson, Miss, at the home of his 
daughter, Mrs. J. O. Segura. He was 
68 and formerly was president of the 
company. Mr. Weston was born Aug. 


chairman of the 
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NATIONAL 
LIFE AND 


ACCIDENT 


INSURANCE 
COMPANY 


INCORPORATED 


SHIELDS 
YOU 


Trade Mark Reg. U. 8. Pat. Of. 


“SOME 
FROM ALL” 


That’s the 1931 battle cry of Shield 
Men. That’s the production slogan 
which has succeeded in building up an 







imposing record of business so far this 
year. That’s the message which re- 
minds each Shield Man that if he pro- 
duces enough he will be rewarded with 
a free trip to Nashville in February, 
1932, for that wonderful Pearl Jubilee 
commemorating the thirtieth anniver- 
sary of the founding of this company. 


The Pearl Jubilee is only one of the 
many forms of competition which 
keep Shield Men on the road to suc- 
cess. It pays to be a Shield Man. 


TkNATIONAL LIFE AND 
ACCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 
Tine in. WIMS 
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GreATt SOUTHERN 


agent will tell you 
the same thing 







Since 1909, the year of organization, the 
Great Southern has enjoyed a remark- 
able growth, without violating the best 
conservative business practices. 


Consistently steady growth has added 
greatly to the company’s stability and 
security. Assets are more than 40 times 
greater than they were when organized; 
surplus protection to policyholders has 
quadrupled and insurance in force is now 
more than 276 million. 


The management of the company is in- 
vested in men who, with a rate book in 
hand, have learned insurance from all 
angles. This has brought about a keener 
appreciation of the agent’s problems; 
has led to the closest possible cooperation 





A 
, wv = 


Operating in 


the following between the men in the field and the 
States: home office. It is responsible for the 
a direct home office contract each agent 


Kansas has and the liberal first year and excep- 
Kentuck . — ° 
eo tionally large renewal commissions paid. 


Louisiana 
Mississippi 
Missouri 
New Mexico 


These things, plus the fact that the Great 

cnc Southern has a line of policies second to 
Texas none, is favorably known throughout its 
territory and is an ideal company with 
whom to be associated are things every 
Great Southern Agent will tell you. Ask 
any of them, or write the Home Office. 
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GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E.P.GREENWOOD - PRESIDENT 


HOU STON TEXAS. 
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YOU CHOOSE 


Vested Renewals 
Financial Stability 
Excellent Territory 
Equitable Compensation 
Liberal, Modern policies 
Constructive Sales Helps 
Personal Home Office help 
A Company that is forging ahead 
Sympathetic understanding of Agents’ 
problems 
Accident and Health as well as all forms 
of life 


No matter what you want in a life insurance company you 
will find your desire answered in an agency connection with 


The Gem City Life 


INSURANCE COMPANY 
DAYTON, OHIO 





I. A. Morrissett, President, will gladly give you 
complete information. 
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Be the outstanding 
life insurance man 
in your community 


OUR SERVICE 
WILL HELP YOU 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 


More Than Two Billion Dollars of Insurance in Force 

















26, 1863, at Logtown, Miss. Early in 
youth he became interested in the lum- 
ber business and during vacations 
helped his father operate a saw mill and 
lumber business, from which the Weston 
fortune was built. He organized the 
Weston Lumber Company in 1889 and 
was its president for many years. He 
was known as the “Father of the Mis- 
sissippi State Development Board,” or- 
ganized to further general interests of 
the Magnolia state by making a survey 
of natural resources and encouraging 
their development. He was active in 
organization and direction of the Lamar 
Life, which for 23 years was the only 





life company with home offices in Mis. 
sissippi that withstood lean business 
years. He became its president in 1921 
and chairman in January, 1931. . 

He spent his life working for develop- 
ment of Mississippi. He also had large 
banking interests, becoming president of 
the Hancock County Bank, of Bay S¢. 
Louis, Miss., and vice-president of the 
First National Bank, Gulfport. For 39 
years he was a member of the Hancock 
county (Miss.) board of supervisors, 
most of the time as president. He was 
stricken with paralysis in 1929 while 
signing a paper at his desk in the home 
office. 














LIFE AGENCY CHANGES be 








Waring St. Louis Manager 





Succeeds E. G. Squires, Who Retires 
Because of Ill Health, with Bankers 
of Iowa 





E. G. Squires is retiring as agency 
manager for the Bankers Life of Iowa 
in St. Louis, because of ill health, He 
is succeeded by L. C. Waring, who has 
been agency supervisor in St. Louis 
since July, 1930. Before that he was a 
Bankers Life salesman and agency su- 
pervisor in W. I. Frazer’s Lincoln, 
Neb., agency. The St. Louis office is 
being changed from a general agency 
to a branch office. 

Mr. Squires started with the Bankers 
Life in 1914 in its Detroit agency. 
From that time until 1919 he worked 
throughout Michigan and then was ap- 
pointed regional sales manager for: Mon- 
tana, Idaho, Utah, Washington, Oregon 
and California. Two years later he was 
named regional sales manager for Mis- 
souri, Illinois, Nebraska, Colorado and 
Wyoming. 

In October, 1921, he was appointed 
agency manager at St. Louis. About a 
month ago, because of ill health, Mr. 
Squires purchased a residence at Maca- 
tawa, Mich., his old home. 





C. C. Adams, Brady Simpson 


C. C. Adams and Brady Simpson have 
been appointed general agents of the 
Atlantic Life at Birmingham, Ala., their 
agency, a partnership, being known as 
the Adams-Simpson agency. Both are 
experienced in life insurance, Mr. 
Adams having started with the Life & 
Casualty of Nashville in 1916, remaining 
continuously until 1930. He represented 
the company in Arkansas, then in Ken- 
tucky, and for eight years was in charge 
of the Birmingham agency. During the 
last four years he was leading -personal 
producer. Early in 1930 he became di- 
rector of agencies of the American 
Standard of Birmingham. Mr. Simpson 


| started with the American Central of 


Indianapolis, working up to agency 
manager and then became Birmingham 
general agent for the American Security. 


L. H. Gilchrist 
L. H. Gilchrist, for the past two years 
a supervisor for the Cedar Rapids Life, 
traveling out of the home office, has 
taken charge of a new office just opened 
at Mason City, Ia. supervising ten 
counties in that section of Iowa. 


C. S. Caldwell 


C. S. Caldwell, former assistant gen- 
eral agent for the Aetna Life, has been 
appointed general agent for the Life of 
Virginia, at Oklahoma City, succeeding 
T. F. Foster. 


J. W. Rivers, J. R. Watson 


Jack W. Rivers, supervisor of the 
Penn Mutual Life ceneral agency at 
Little Rock, Ark., has gone with the 
Union Central Life as Oklahoma man- 
ager, with headquarters at Okalahoma 
City. He will be succeeded at Little 
Rock by Jack R. Watson, district agent, 
with headquarters at Helena, Ark. 














Republic Life Makes Chane 


Sherrill Succeeds Compton as North 
Texas Manager; Bradley in 
Charge at Oklahoma City 


Vice-president W. H. Savage, Repub- 
lic Life, Los Angeles, announces the 
transfer of T. L. Sherrill, agency man- 
ager at Oklahoma City, to Dallas, Tex, 
as manager of the north Texas depart- 
ment, succeeding O. T. Compton, who 
recently resigned. Mr. Sherrill has been 
Oklahoma manager a year and has an 
excellent record in personal production 
and organization work. 

Jesse L. Bradley has been placed in 
charge of the office at Oklahoma City 
as district manager. He has been a 
member of the local agency staff for 
several months, during which time he 
produced substantial business. 


G. G. Ripley 


Wade Siler, superintendent of agents 
of the Guarantee Mutual Life for the 
Pacific Coast, announces the appoint- 
ment of G. G. Ripley as state manager 
for California. Mr. Ripley is a promi- 
nent San Francisco life man and was 
formerly manager of the life department 
of Edward Brown & Sons, general in- 
surance agency. 


A. M. Gooch 


The .Continental Life of St. Louis 
has appointed A. Gooch general 
agent at Oklahoma City. He formerly 
was manager of the ordinary department 
of the Oklahoma Life. He is a large 
personal producer. His offices will be 
at 1001 Petroleum building, Oklahoma 
City. 














Paul Becker 


Paul Becker has been appointed 
Wichita, Kan., general agent by the 
Continental National Life. He is a 
brother of C. E. Becker, president. 





Life Agency Notes 











Agent Edward J. GGryeczkowski of the 
Prudential in Buffalo has been 4p 
pointed as assistant superintendent. 

Victor Gladieux of Chillicothe, Mo. 
has been appointed district manager for 
that territory for the western Missouri 
agency of the Northwestern Mutual. 

Agent Cyril 0. Dakken of Minneapolis 
2 of the Prudential has been promoted 
to assistant superintendent in the same 
district. 

F. W. Wable, formerly supervisor, has 
been appointed manager of the Piqua, 0. 
district of the Western & Southern Life, 
succeeding Phil Menge, who has been 
transferred as manager at Richmond, 
Ind. 

W. P. Comeford, who has been if 
charge of the Cook county, IIL, broker- 
age life department for W. A. Alexan- 
der & Co., general agents for the Penn 
Mutual Life in Chicago, is now &880 
ciated with the Prudential’s ordinary 
department there as special agent under 
Manager A. Van Goldman. Mr. Come- 
ford is well known to the insurance 
fraternity in that city. 
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EASTERN STATES ACTIVITIES 














Figures on N. Y. Operations 


Insurance Department Exhibit Shows 
Importance of the State in 
Life Insurance 





Life insurance companies operating in 
New York carry close to 80 percent of 
the business in force in the United 
States, according to the report of the 
New York department in a volume 
which will be published in a few weeks. 
The combined assets of life companies 
represented in New York at the begin- 
ning of 1931 were $16,206,292,642, an 
increase during the year of $1,190,351,- 

5. 

_ and special funds including 
capital over all liabilities amount to 
$953,690,077, of which $515,788,143 is 
held by New York state companies. 

The combined income for 1930 was 
$3,957,945,028 and disbursements $2,787,- 
122,637. Of that amount $2,041,395,915 
went to policyholders and beneficiaries. 
In assets, the life companies reporting 
to New York show an increase of $1,- 
190,351,125; increase in liabilities $1, 
192,511,442; increase in income $223,- 
741,642; increase in disbursements $294,- 
928,968. 


There were 41 companies having 162,- 
361 annuities in force filing payments 
during 1930 of $118,280,613. 

Ordinary insurance issued in New 
York state in 1930 totaled $2,234,509,577; 
group $559,680,661; industrial $760,329,- 
027. Total premiums received in New 
York on these classes in 1930 were $672,- 
989,083. 





Connecticut Insurance Day 


Connecticut Insurance Day is to be 
held Oct. 29 with George E. Turner, 
president First Reinsurance, as general 
chairman. There will be a general ses- 
sion in the morning followed by lunch- 
eon. The fire, life and casualty groups 
will meet separately in the afternoon 
and a banquet will be held in the eve- 
ning. 


Rochester Decline 22 Percent 


The Rochester, N. Y., chamber of 
commerce reports life insurance paid for 
in the Rochester district during the first 
seven months $42,611,250, a 22 percent 
decrease from the corresponding period 
of 1930. In July the new ordinary paid 
for life insurance totaled $4,102,016, a 27 
percent decline from June and a 38 per- 
cent decline from July, 1930. 














CENTRAL WESTERN STATES 














Two New Courses Offered 


Y. M. C. A. to Start Classes Sept. 22 in 
Estates and Trust, Life 
Insurance Functions 








Two special courses for life insurance 
men are offered in the fall semester, 
starting Sept. 22, by the Chicago Cen- 
tral College of Commerce of the Y. M. 
C. A. 


One is a new course in estates and 
trusts, to be taught by B. W. Hunger- 
ford, attorney and trust officer Central 
Republic Bank & Trust Company, and 
a writer and lecturer on life insurance; 
the other a course covering life insur- 
ance functions, policy contrac’ and 
sales methods, to be taught by %~. L. 
Davis, assistant agency manager L aion 
Central Life. This latter course leads 
to the C. L. U. examination and is 
offered with cooperation of the Chicago 
Association of Life Underwriters. The 
course in estates and trusts will cover in 
a non-technical way the more common 
phases of personal and corporate trusts 


business affairs, including trusteeships 
and estate taxes. 


Wolff Named Chairman 


MILWAUKEE, Sept. 10.—W. M. 
Wolff, resident vice-president Fidelity 
& Deposit, has been named chairman 
for Wisconsin Insurance Day, which 
will be held in Milwaukee Oct. 28. He 
has been active in Insurance Day ac- 
tivities since they have been carried on 
in Wisconsin. Headquarters will be the 
Hotel Schroeder, according to W. W. 
Belson, secretary Insurance Federation 
of Wisconsin. 


Writes Big Group Cases 


The S. J. Herzberg agency for the 
Prudential in Milwaukee, has closed a 
number of important group life cases 
recently, the largest beine a policy in 
excess of $2,500,000 on employes of the 
Phoenix Hosiery Company. The policy 
which is on the contributory plan, covers 
approximately 3,000 employes. in 
amounts ranging from $500 to $5,000. 
All departments signed up for the plan 











as applied to every-day personal and 


in excess of 90 percent. 
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Alabama Insurance Report 





Superintendent Greer Makes Several 
Law Recommendations, Suggests 
Standard Policy Provisions 





MONTGOMERY, ALA., Sept. 10.— 

number of law recommendations for 
consideration by a special session of the 
legislature if one is called by the gover- 
nor, are made by Superintendent Greer 
of Alabama in his annual report. He 
urges that standard policy provisions for 
all forms of life, health and accident in- 
surance be adopted; that a law desig- 
nating classes of securities in which a 
company may invest assets be passed, 
and that there should be a proper defini- 
tion of a life company, a proper stand- 
ard of valuation of its policies and a 
Pian to prevent mutual aid, benefit, and 
industrial companies or associations 





from doing a life business without quali- 
fying under life insurance laws. 

There is no definition of a life com- 
pany in present law. which also does 
not properly limit expenses in procur- 
ing new business. “Because a life insur- 
ance comany is not defined,” he says, 
“several companies are now conducting 
a life insurance business under mutual 
aid laws; and these laws are almost 
wholly inadequate properly to protect 
the policyholders’ interests.” 

Another recommendation is for proper 
definition of group life insurance, reg- 
ulations for writing it, and standard 
provisions. 

He believes a great deal of expensive 
litigation would be avoided ‘under a 
standard policy provisions law. There 
is no standard by which the department 
may approve or disapprove contracts. 
He also recommends provisions for ade- 
quate and equitable premium rates and 
reserves. 


| 
| 





OUR AGENTS’ FUND 
OFFERS CREDIT FACILITIES 


TO MEET FINANCIAL PROBLEMS 


@ The first feminine member of the American Central 
Field Club (three times entitled to membership) is a 


consistent user of the Agents’ Fund, a friendly, 


co- 


operative bank designed to meet the life insurance sales- 


man’s particular financial problems. 


79.45% of her 


cases issued during 1930 were financed by the Agents’ 
Fund, this procedure contributing largely to her 


success, 


@ In addition to this record she enjoyed a second-pre- 
mium renewal ratio considerably above the average. 
The unusual plan of renewal compensation in her con- 
tract makes service for, and contact with, old policy- 


holders highly remunerative. 


@ This contract, with its coordinated services, is offered 
to those who are interested in personal production. The 
American Central recruits its organizers from the ranks 
of the salesmen who have been successful in its service. 


Territories now under intensive development include 


Illinois, Indiana, Kansas, Michigan, 
Missouri, Ohio, Texas 


— <i> 


American Central Life Insurance Co. 
Established 1899 


“Guaranteed Benefits — 


Herbert M. Woollen, President 


Indianapolis 


Guaranteed Low Cost" 














Mr. Greer suggests legislation to  re- 
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juvenile policies 


“,..JUST LIKE DAD’S” 


VALUES, as well as Cash 


values, are important. 


Mutual Trust’s juvenile policies 
provide for policy loans up to the 
full amount of the specified cash 
value (which is available at the end 
of the third year and thereafter) at 
the customary rate of interest. Policy 
loans may be repaid in installments 
as low as five dollars. 


MUTUAL TRUST 






LIFE INSURANCE COMPANY 
rowmacson 4! ST eneace 
eaceiwens DP tuimors 


“AS FAITHFUL AS OLD FATHFUL 


This is the fourth of a series concerning Mutual 


rust Life Insurance Company's Juvenile Policies. 
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Family Income 


ss 


Preferred Risk 
Pay-Roll Deduction 





MORE THAN 370 MILLIONS 


nlimited Opportunities 


You will like our liberal first-year and 
renewal commission contract direct 
with the home office. 
the right to sell men, women, and 
children real protection on a low- 
cost participating or non-participat- 


It gives you 


Just glance over this list: 


Age Limits: 
| Day to 65 Years 
a Life 

w Cost Term 

Double Indemnity 
Disability Income 
Premium Waiver 
Retirement Income 


Monthly Premium 
Policies for Women 
Child's Educational 
Juvenile Policies 
6°%/, Guaranteed 
Income 

Life Income 


FOR FURTHER INFORMATION, ADDRESS 
A. R. PERKINS, AGENCY MANAGER 


JEFFERSON STANDARD 
LIFE 


INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 


IN FORCE 





CA real 


HELP CENTER 


Attend the 
I. A. C. Convention / 


You will return home with a broader practical 
knowledge of your business. 





t beats how members 


of the Insurance Advertising Conference 
regard their 9th Annual Convention, 
scheduled for October 4-7, at Toronto. 


There they will swap ideas, 
discuss mutual problems, and 
otherwise see the advantages 
of wise and friendly counsel 


(AGENTS ARE INVITED) .. . « 





quire fraternal societies doing primarily 
a life business to pay taxes in the same 
manner as mutual life companies; and 
to require agents of such societies to 
be licensed and to be subject to the 
same qualification laws as are agents of 
both life and other insurance companies. 
There also should be proper regulation 
of burial or funeral insurance com- 
panies, he says. He points out that al- 
though this is a comparatively new form 
of insurance 250,000 Alabama people 
are paying about $1,500,000 in premiums 
annually to 42 different companies for 
about $14,000,000 of this protection. Al- 
though the burial insurance law was 
amended recently with considerable im- 
provement in certain respects, yet 
policyholders’ interests are not ade- 
quately protected. He says such com- 
panies should be required to charge an 
adequate and equitable rate and put up 
a reserve based upon some mortality 
table which properly measures the risk. 





Makes Texas Appointments 


Floyd B. Powell, Texas state man- 
ager for the Liberty Life of Topeka, has 
appointed H. F. Sanderford general 
agent for the Fort Worth-Wichita Falls 
territory, J. Pratt Irby, Dallas special 
agent in business and corporation insur- 
ance, and Mrs. Ethel D. Denton is dis- 
trict manager, east Texas division. 

Mr. Powell’s second month of active 
work resulted in an increase of 50 per- 
cent over any former month of 1931 for 
Liberty Life in Texas. 


Celebrate Contest Results 


An August contest for supremacy in 
volume of life applications between the 
Tulsa and Oklahoma City agencies for 
the Equitable Life of New York was 
~won by the later with 100 applications. 
Homer Jamison, state manager, gave a 
dinner for agency members and their 
wives. To show their appreciation, the 
Oklahoma City agents presented him 
with 36 applications, representing $136,- 
000 as the results of a special drive made 
for that day alone. 








Equitable’s Virginia Meeting 
The educational conference of the Vir- 
ginia agencies of the Equitable Life of 
New York was held at Virginia Beach. 
Home office men on the program in- 








Thirty Companies Face 
Suspension in Georgia 








ATLANTA, Sept. 10.—Because of tar- 
diness in filing their semi-annual state. 
ments 30 or more fire, life and Casualty 
companies have endangered their rights 
of continuing to operate in Georgia 
until Jan. 1. The law regulating the 
filing of these figures is very rigid and 
specific. It does not even provide for 
discretionary administration by the jn. 
surance department. 

Companies are given 60 days in which 
to file their semi-annual figures. If they 
fail to do so they must forfeit their rd 
censes until Jan. 1. 

Lewis Irons, deputy commissioner, 
stated that the 30 delinquents had not 
as yet been called to his attention by the 
governor and that he could not take ac. 
tion until he had been officially notified 
by the governor. Governor Russell, 
who only recently took office. has been 
exceedingly busy signing a large batch 
of bills passed by the legislature and has 
taken no official notice of the delinquent 
companies, although the time limit for 
filing semi-annual statements expired on 
Sept. 1. 








cluded W. W. Klingman, vice-president 
in charge of agencies; R. Henderson, 
vice-president and actuary, and R, R. 
Hale, superintendent of agencies, south- 
ern department. C. C. Hazell, man- 
ager at Raleigh, presided the first day 
and E. M. Crutchfield, general agent 
at Richmond the second day. 





Cravens, Dargan & Co. Convention 


Cravens, Dargan & Co. of Houston, 
Texas agents of the Northwestern Na- 
tional Life, held their agency conven- 
tion at Camp Waldemar on the Guada- 
loupe river Sept. 6-10. Home office rep- 
resentatives in attendance were W. F. 
Grantges, agency director; E. P. Bal- 
kema, agency instructor, and Dr, Karl 
Anderson, assistant medical director. A 
special guest was J. W. Newbern of 
Oklahoma City, newly appointed general 
agent there. 

A school for new salesmen will be 
held by Cravens Dargan & Co, Sept. 





14-18. 











PACIFIC COAST AND MOUNTAIN | 








Stock Rights to Insured O. K. 


New Mexico Commissioner Approves 
Option in Contracts of Great West- 
ern Life, Albuquerque 





The newly organized Great Western 
Life of Albuquerque, N. M., has been 
given permission by Commissioner Fer- 
nandez to offer policyholders an option 
to purchase stock in company prior to 
the sixth annual premium payment with 
funds already paid in to the company. 
Approval followed tentative rejection, 
Mr. Fernandez at first holding the op- 
tional clause was in violation of the law 
which prohibits insurance companies 
from offering stock as inducement to in- 
surance. 

The Great Western is offering to re- 
mit to the assured a certain sum on 
the payment of the sixth annual pre- 
mium. In lieu of taking the cash, the 
assured is given the option of investing 
that remittance in the stock of the com- 
pany on the basis of $40 for each $10 
par value share. The balance of $30 
above the par value is to be placed in 
surplus. In addition, the company offers 
policyholders the right to purchase stock 
on the same basis before payment of 
the sixth annual premium. 

The company requires notice of the 
desire to purchase stock any time after 
one year from the date of issuance or 





premium. In this feature it is declared 
that this is merely an option and it is 
provided that no returns, profits or other 
inducements are promised in connection 
with the option. 


Metropolitan’s Coast Meeting 


An all-day conference of the entire 
agency staff of the Metropolitan Life 
in northern California, numbering more 
than 300, will be held in San Francisco 
Sept. 17. F. J. Williams, vice-president 
in charge of the Pacific Coast territory, 
is scheduled as one of the principal 
spores. Others on the program are: 

W. P. Shepard, assistant secretary 
iil y of the Pacific Coast welfare 
division; L. J. Schmoll, assistant secre- 
tary in "charge of the ‘ordinary depart- 
ment, and D. D. Beardslee, manager of 
the publication division in that territory. 


Parkinson at Yosemite Meeting 


T. I. Parkinson, president Equitable 
Life of New York, was the principal 
speaker at the northern California 
agents’ conference in Yosemite Park 
Sept 7-9. More than 100 qualified dele- 
gates were in attendance. 








The John Hancock Mutual has 4P- 
pointed D. P. Mahoney manager of the 
new Glendale, Cal. district recently 
opened. He was formerly assistant at 


Los Angeles No. 1, and has been with 
the company since 1925, when he began 





before the maturity of the sixth annual 





as an agent at Minneapolis. 
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Watch the Suicide 


Accident Companies Are Confronted 
with These Cases During the Present 
Business Depression 


Claims 








Accidént companies have been con- 
fronted during the last year or so, as 
have the life companies, with suicides. 
In a number of cases the incontestable 
clause in life insurance had expired and 
these claims were paid without equi- 
yocation. Jn many instances accident 
companies find it necessary to make a 
very rigid examination to substantiate 
their position that the policyholder died 
from suicide. The beneficiary or estate 
endeavors to prove that that was by 
accident. There have been many cases 
of carbon monoxide poisoning in 
garages, men supposedly falling out of 
windows or drowning. Companies feel 
morally certain that these are suicide 


prove such. The life companies are in- 
terested where the double indemnity 
clause is in the policy 


MacKinnon Named Vice-President 


R. H. MacKinnon, manager of the 
accident and health department of the 
Michigan Life, has been appointed re- 
gional vice-president of the National 
Association of Accident & Health Man- 
agers for the Great Lakes states. His 
first activity will be an attempt to or- 
yanize a state accident and health man- 
agers’ club in Michigar 


Mike O'Sullivan Advanced 


Mike O'Sullivan, manager of the 
health and accident department of the 
Sunset Mutual Life, Los Angeles, has been 
elected vice-president and a director of 
the company, as well as a member of 
the executive committee. Mr. O’Sulli- 
van has made an outstanding record as 
manager of the company’s health and 

















cases but sometimes it is difficult to | accident department 
NEWS OF LIFE ASSOCIATIONS 
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“Audit” Activities Reported 





Texas Association Bulletins Members 
on Houston Concern Out to 
“Reduce Insurance Cost” 





The Texas Association of Life Under- 
writers is calling the attention of its 
members to the activities of the South- 
ern Underwriters Auditing Corporation, 
with executive offices in the Esperson 
building, Houston. Copy of a letter from 
the Southern Underwriters Auditing 
Corporation, signed by R. C. Salley, 
president, to O. D. Douglas of San An- 
tonio, is reproduced. Mr. Douglas is 
state manager for the Lincoln National 
Life. 

“The annual life 
the letter reads, “shows 
carrying $105,000 of life 
legal reserve companies. 

“The Southern Underwriters Audit- 
ing Corporation is a Texas corporation 
started for the specific purpose to 
analyze, survey and audit the life insur- 
ance estates of corporations and in- 
dividuals. However, our corporation 
does not sell life insurance nor does it 
have any connection with any life in- 
surance company. 

“Our services are rendered with the 
idea of securing a reduction in cost in 
an individual’s life insurance estate with- 
out diminishing any of the benefits now 
enjoyed under his present policies. If 
we are able to effect a reduction in cost 
and secure a refund, our charges for this 
work are very small, being only a por- 
tion of one annual saving in cost. 

“Our experience has been that we 
have been able to reduce the cost of 
maintaining an individual’s life insurance 
estate approximately 35 percent of the 
premiums paid prior to receiving our 
services, 

“If you are interested in securing a 
reduction in cost and possibly securing 
now a sum of money which would be 
lost to your estate at death, let us hear 
from you and we will gladly furnish 
you with more details of our service 
and the charge for same.” 

. eo ¢ 
Texarkana, Tex.—Texarkana associa- 
tion held its September meeting last 
— Twisting and rebating wefe the 
ef topics and proper methods of com- 
peting with them were discussed. 
* * * 
he enate— Perry Meek, president of 
that the — al penetra announces 
Sept. 18. A man oo a eting will be held 
national prominence 


insurance report,” 
that you are 
insurance in 


Huebner Feature of Program 





ance as Investment at Los Angeles 
Association Meeting 





Large attendance marked the meeting 
of the Life Underwriters Association ot 
Los Angeles, the first of the season and 
also first under the new administration. 
President R. A. Brown presided. 

President Brown announced that it 
was through the aid of the Los Angeles 
chapter, headed by H. G. Leslie, general 
agent Northwestern National, and co- 
operation of F. E. McMullen, manager 
Massachusetts Mutual and past presi- 
dent National association, that Dr. S. S. 
Huebner had been secured as speaker. 
Mr. Leslie said the meeting had been 
thrown open to all life agents im order 
that all might derive benefit from hear- 
ing Dr. Huebner. The ten charter mem- 
bers of the local C. L. U. chapter were 
introduced and after they had stood and 
been given a hearty round of applause. 
Ot the 72 C. L. U. members on the 
lacific Coast, 33 reside in Los Angeles 
and vicinity, Mr. Leslie said. Dr. R. L. 
McClung, dean College of Commerce, 
University of Southern California, was 
introduced and spoke briefly concerning 
educational work being done by the 
university to promote knowledge of life 
insurance and the advantages of the pro- 
fession of life underwriting. The down- 
town branch of the university is giving 
a C. L. U. course, starting Sept. 21. 

Dr. Huebner departed trom his an- 
nounced subject, “The New Era in Life 
Underwriting,” and spoke mainly of the 


sion. He presented in detail the many 
superior advantages of presenting hic 
insurance, and said that it is always 
worth par—100 cents on the dollar. 

* * * 


Montgomery, Ala.—The Montgomery 
association held its first fall meeting 
last week. Talks were made by M. B. 
Kirkpatrick, veteran medical examiner, 
and by J. W. Andrews, vice-president 


“The Rapid Calculator.” 
a. a 

Richmond, Va.—Dr. S. 
speak at the October meeting of the 
Richmond association, the first of the 
new season. H. J. Johnson, Pittsburgh 
general agent Penn Mutual, will speak 
in November; T. M. Riehle, Equitable 
Life of New York, New York City, in 
December, and L. G. Simon, also with 
the Equitable in New York, in January. 
Other speakers who have agreed to 
address the Richmond association, dates 


S. Huebner will 





is scheduled as the principal speaker. 





present economic situation and depres- | 


and trust officer First National Bank, on | 
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Emphasizes Superiority of Life Insur- | 











for whom are yet to be arranged, are: 


GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 

Longer renewals 

Larger overwriting commissions 

All standard forms of policies (Participating and 
Non-Participating ) 

Liberal disability benefits 

Double Indemnity benefit 

Guaranteed annual reduction in the premium 

Also cash dividends 

Low net cost 

Real Home Office Service 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort to 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
experiences. Your correspondence will be treated as con- 
fidential. 














An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—is a producer —needs no financ- —can organize 


—is, of course, ing —needs no drawing 
honest —is seeking oppor- account or salary 

—has three years of tunity —needs no office 
experience —will WORK expense 


BUT 
WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible financially 
and yet on whom he will receive overwriting Commissions as high 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. Its rates for Insurance 
are extremely low 

(Age 35 Ordinary Life Net Cost 

First year per thousand $17.85) 


It writes all latest forms—Participating only—including an im- 
proved Family Income form; also Juvenile 


Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 
Illinois, North Carolina and Texas. 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 
FEITABLE. 
WE WANT 
AN 
UNUSUAL 
MAN 


UNLESS you have no present connection, or 
you have a real reason for ane your 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. Write T-74, 
The National Underwriter. 
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qn Ciev eland. St: ‘> 


THE HOLLENDEN 


OUR-station radio in every room 

of this most popular hotel, already 
famed among experienced travelers 
for its homelike comfort, good food 


and excellent service. 


The $2.50 Single, base rate, is effec- 
tive in these DeWitt Operated Hotels: 
AKRON CLEVELAND COLUMBUS 
MAYFLOWER HOLLENDEN NEIL HOUSE 
C. J. Fitzpatrick, Mgr. 


Elmer Hogren, Mer. 





Tom A, Sabrey, Mer. 














1871—SIXTIETH ANNIVERSARY—1931 








THE LIFE INSURANCE 
COMPANY of VIRGINIA 


Richmond 


Bradford H. Walker 


President 











SERVICE 











Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency 
proposition is extended in districts 
where the company is not now 
represented. 
For information write 
B. R. BAYS, President 
JOHN L. OESCHGER, 
Secretary-Treasurer 


IFE 


INSURANCE COMPANY 











Home Office: LINCOLN, NEBRASKA 











Order 1932 Calendars Now! 


Special 12-sheet rotogravure calendar with a timely insurance picture for every month. 
Colored backs. Get the exclusive franchise for your town. Send 10c for sample of 
Fire and Casualty or Life Calendar to: The National Underwriter, A-1946 Insurance 
Exchange, Chicago. 


J. A. Stevenson, vice-president Penn Mu- 
tual in charge of agencies; R. B. Hull, 
managing director National association, 
and Hugh D. Hart, former vice-president 
of the Penn Mutual, now in private busi- 
ness. 

x * * 

Los Angeles—J. Charleville has been 
appointed managing director of the Los 
Angeles assoctation, resigning as secre- 
tary to committees of the advertising 
club. He will devote his time to in- 
creasing membership and broadening the 
scope activities. Mr. Charleville was 
manager and executive secretary of the 
association for two terms a few years 
ago when F. C. Hathaway, manager Mu- 
tual Life of New York, was president. 
It is the intention of the administration, 
under President R. A. Brown, to stress 
the importance of edulational progress. 

*‘e 2 

Charlotte, N. C.—W. L. Brooks, Jeffer- 
son Standard Life, has been elected 
president of the Charlotte association; 
G. O. Bagwell, vice-president; J. J. 
Doyle, secretary; T. W. Abbott, J. P. 
Quarles and W. G. Cullough, executive 
committee members. Secretary Doyle re- 
ported a present membership of 75. 

Mr. Brooks has for six years been a 
million dollar producer and will attend 
the Million Dollar Round Table at the 
Pittsburgh meeting of the National asso- 
ciation. 

x * * 

San Francisco—The San Francisco as- 
sociation, which set out Aug. 13 to 
double its membership prior to the na- 
tional convention meeting, has exceeded 
its goal by more than 25 percent and 
indications are that before the national 
meeting in Pittsburgh it will show at 
least a 150 percent increase. 

Dr. E. L. Woodruff, San Francisco gen- 
eral agent Manhattan Life, and national 
executive committeeman for the San 
Francisco association, has been elected 
chairman of the association’s national 
convention delegates. Dr. Woodruff did 
splendid work last year in presenting 
the invitation of San Francisco for 1932. 

e 6 6 
Baltimore—Successful efforts to elimi- 
nate part-time agents are stressed as 
one of the accomplishments of the Balti- 
more association during his term of 
office by G. A. Myer, retiring president. 
“During the administration,” the report 
read, “a resolution was passed making 
it obligatory on the part of all general 
agents and manager members of the as- 
sociation to refrain from placing under 
contract any new part time agents con- 
nected in any way with investment 
banking houses.” 





Expectorating Accuracy 
Helps Agent Close Case 











A new kind of life insurance sales- 
manship was explained at the Builders’ 
club convention of Ohio National Life 
agents in Chicago by C. Norton, 
general agent at Toledo. He said years 
ago when he broke into the business 
he was taken out by a supervisor de- 
liberately to canvass a hard-boiled elderly 
prospect who had been a mule skinner 
in the old west. The man chewed to- 
bacco constantly and expectorated with 
great accuracy. 

The interview was begun by the pros- 
pect cramming his mouth with chew- 
ing tobacco, working up a cud and scor- 
ing a bull’s eye on a knothole in a 
nearby fence. 


Supervisor Not So Good 


The supervisor, who also was chew- 
ing, essayed the feat and had to be sat- 
ished with a miss. Mr. Norton reached 
across and took the prospect’s slab of 
tobacco, helped himself to a large chew, 
in turn worked up a cud, adjusted his 
sights and achieved a bull’s eye like the 
prospect. 

Then they got down to business and 
the rest of the interview up to the suc- 
cessful conclusion was very ordinary. 
The policyholder still is on Mr. Nor- 
ton’s books. 

In commenting on the incident, Mr. 
Norton pointed his moral that every 
successful interview carries a sale within 
a sale. The prospect must be sold on 
the agent’s personality before the will 
submit to be sold on the idea of taking 
insurance. This striking and novel in- 
cident was merely a rather unique ex- 














ample of this primary rule. 

















ACTUARIES | 














CALIFORNIA 
Barrett N. Coates Carl E. Herfara 
COATES & HERFURTH 
CONSULTING ACTUARIES 
neommaes “is Hits 
aneeatl 
ILLINOIS 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 














L. A. GLOVER & CO. | 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














J. Charles Seitz, F.A.I.A, 
CONSULTING ACTUARY 

Auther “A 1 and  pammiye fer a Lit 

M Attention to 

Legal Reserve, Fraternal and Assessment Busines 


North La Salle Street 


228 
Phone Franklin 6559 Chleage 








INDIANA 
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————— 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANE J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 

















—— 
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HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 














MISSOURI 


ALEXANDER C. GOOD 
Consulting Actuary 
807 Paul Brown Building, St. Louis 


and 
800 Securities Building, Kansas City 




















NEW YORK 








MILES M. DAWSON & SON 


CONSULTING ACTUARIES 
500 Fifth Avenue New York City 














Woodward, Fondiller & Ryan 


Consultants 
Actuarial, Accounting and 
Management Problems 


90 John Street New York 
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| NEWS ABOUT LIF! 


=—— 





| Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 





New Policies, Petia Rates, Dividends, Sain Values, and all Cent in 


Digest” and “Little Gem,” Published Annually in May and March respectively 


LIFE POLICIES — 








Supplementing the “Unique Manual- 














Judea Life Has New Policy 





Educational Income Contract With Flex- 
ible Features and Added Agree- 


ment Is Announced 





NEW YORK, Sept. 10.—The Judea 
Life has a new educational income con- 
tract which provides among other fea- 
tures interest at not less than 3% per- 
cent on the face payable to beneficiary 
up to age 18; payment of full amount 
of policy at age 18 in quarterly install- 
ments for a period of four years, and in 
addition a fully paid-up life policy to 
beneficiary up to age 30, granted without 
evidence of insurability and convertible 
to any plan of insurance up to age 25. 
This agreement can be added without 
any additional cost to the policy where 
the face amount is payable at death. 





Columbus Mutual 


The Columbus Mutual gives recogni- 
tion to the advantage of selection in its 
new special business investment con- 
tract. The policy is an endowment at 
85 issued in amounts of $5,000 and over 
Dividends and surrender values are the 
same as for the regular endowment at 
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Wanted—Agency Director 
One capable of assuming charge 
of directing and building agency 
force of a middle western old line 
company, 25 years old, writing life, 
accident, and health insurance. 
Must have experience in Missis- 
sippi Valley. Good references. Re- 
plies confidential. Address U-16, 
The National Underwriter. 















— Aid 


Iasurance Audits A NATIONAL Budgetary Control 


Scovell, Wellington 
and Company 
ACCOUNTANTS—ENGINEERS 
10 East 40th Street, New York 

Boston 
Ss Chicago 
PMinfiskin Cleveland Kanene City 














85. The saving in overhead due to 
higher minimum amounts and expected 
saving in mortality due to selection of 
risks is being passed on to insureds in 
the form of lower gross premiums. II- 
lustrative rates per $10,000 are 


Rates Per $10,000 


Age Prem. Age Prem. 
Oe éeveces 5 : $366.00 
ae wetesnen en 453 
30 5 

PR Sas 7 

a weectieheeek 





Union Mutual Life 


The Union Mutual Life of Portland 
Me., is contemplating discontinuing the 
surrender charge in its policies after 
the tenth year, effective this month 


Ohio National Has 
Field Convention 


(CONTINUED FROM PAGE 5) 





within the agent’s own office, due to 
unpreparedness. 

G. S. Kies, general agent Lansing, 
headed a discussion on organizing work 
hours. “If you can’t close, at least 
leave the prospect better than you found 
him,” he said. “I don’t care much for 
the ‘kill or cure’ method. If you at 
least make a prospect glad you've called, 
you are helping bring life insurance 
closer to the goal for which we are 
striving. Every step of the interview 
should be planned with this thought in 
mind.” 

J. P. Sullivan of Chicago spoke on 
“Underwriting Estate Shrinkage.” He 
said there is a distinct trend nowadays 
toward protection for families and old 
age protection. He warned that com- 
panies in encouraging the sale of retire- 
ment income policies and annuities are 
stepping farther and farther into the 
banking business and with this in mind 
they should invest premiums on such 
forms in liquid seeurities. He said these 
contracts have no life insurance feature 
and there is no sentiment on the part 
of the prospect involved in drawing the 
money out whenever the need arises or 
investments appear better elsewhere. 

W. C. Temple was chairman of the 
discussion on organizing one’s work. 
Ray Hodges, president of the Builders’ 
club this year, presided at some of the 
sessions and W. R. Roszel, vice-presi- 
dent, at others. Women composed about 
a third of the delegation. 

President T. W. Appleby gave a fine 
address on “The New Era” at the an- 
nual banquet. 


Rebating and Twisting Are 
Flayed by Commissioner 
(CONTINUED FROM PAGE 6) 
not always be depended upon to play 
fair with his company. There is no 
room in the insurance business for 
twisters, rebaters and others of that ilk 
and the sooner we drive them out the 
better for all concerned.” 
Commissioner Dunham also declared 
that the wisdom of the life companies 
in eschewing common stocks has been 
amply vindicated. “They may have 
been sorely tempted to go in for equi- 
ties on a large scale when other cor- 
porations were making large investment 
profits, but it was well that the laws 
and their own caution held them in 
check. Life insurance is a sacred trust 
and nothing must be done to endanger 


it,” he said. 

Frank Kunzleman, formerly assistant 
superintendent of the Western & South- 
ern at Chillicothe, O., has been appointed 
superintendent at Parkersburg, W. Va. 
He started as an agent at Chillicothe in 





1922 and later was made assistant. 











SOMETHING NEW suar 1S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash valne it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life Snourance Company 


Ten East Pearson Street .- ee ” Chicago 








Preferred Policies at 





Preferred Rates for 





Preferred Risks 


have been featured by 
this company since its 


organization in 1907, 


Agency openings are 
available in Illinois, 
Indiana, Michigan and 
Missouri. 


_ BANKERS MUTUAL 


LIFE COMPANY 
FREEPORT, ILLINOIS 


Over $1,800,000.00 paid 
in claims since organization 


Insurance in force 
over $34,000,000.00 
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THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protec- 
tion. Modern policies are issued on both Industrial and Ordinary 
plans from birth to Age 65 next birthday. The Home Life sales-kit 
means a whole family of potential policyholders back of every 
door-bell. 

0. 


There Is a Home Life Policy for Every Purse and Purpose 
{). 








OVER ONE HUNDRED MILLIONS IN FORCE 


INDEPENDENCE SQUARE PHILADELPHIA, PA. 


(INTERESTED IN REPLIES FROM PENNSYLVANIA AND 
DELAWARE) 























THE FORMULA OF SUCCESS 


L = INSURANCE can be explained in plain, everyday language. 
The facts can be simply stated. People need to be told about life 
insurance by one who knows life insurance and its adaptability. Sales- 
men of integrity, ability and courage who will work sotunetintty and | Zelaly state 
the facts of life insurance service will be Masters of their craft and successf 

Tas Mutvat Lire or New York, with its long history of increasing succesa, offers 
opportunity. It writes Annuities and all Standard forms of life insurance. Disability 
and Double Indemnity Benet. " has bales practices to broaden and expedite service 
for Field Representatives and for 

Those pascneatin pete in life insurance field work as a career of broad 
service and personal vement are invited to apply to 


The Mutual Life Insurance Company 


of New York 





New York, N. Y. 


GEORGE K. SARGENT 
Qand Vice-President and 
Manager of Agencies 


34 Nassau Street 
DAVID F. HOUSTON 
President 

















ASSETS GAIN NEARLY 
15 MILLIONS 


Total Admitted Assets, December 31, 1930: 
$148,905,570.40 


Total Admitted Assets, December 31, 1929: 
$133,931,890.94 


Gain, 1930 over 1929: 
$14,973,679.46 


Bankers Life Company 
GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 




















Actuaries Ponder 
On Four Proposals 


(CONTINUED FROM PAGE 3) 


themselves to do so and will resist 
agency presure and the temptation to 
meet competition. Such precautions are 
essential, for it is impossible to make 
premiums high enough to permit the 
giving of disability insurance to the 
man who is not entitled to it, either on 
moral or physical grounds. 


Research Bureau Urges Use 
of Some Agents Club Plan 


(CONTINUED FROM PAGE 6) 


tion of high grade men, but before this 
plan was started the production charts 
were all peaks and valleys. 

When business began falling off and 
the slump periods were longer and 
more frequent, the “Workingmen’s 
Club” was formed. The purpose is to 
stimulate record keeping and to develop 
weekly production in addition to correct 
working habits. All members of the 
agency were eligible for membership, 
but to remain in good standing, mem- 
bers are required: 1. To discuss life 
insurance with 24 people each week, at 
least six of whom must be new pros- 
pects; 2, to write at least one applica- 
tion each week, joint cases counting as 
one life for both agents. (Agents under 
contract less than six months were ex- 
cused from the app-a-week require- 
ment); 3, to hand in to the secretary 
each week an analysis of work. 

This form shows: Amount of time 
in canvass each day, number of new 
and old prospects seen, number of at- 
tempts to close, number and _ total 
amount of applications secured. 

A chairman was elected for one year. 
In addition to promoting informal dis- 
cussion meetings of the group he as- 
sists the secretary and helps the man- 
ager in supervision of club members. 


Adopt Fine System 


If a member fails to complete any of 
the requirements for good standing, a 
fine of 25 cents is levied. An illness of 
three day’s duration is accepted as an 
excuse and legal holidays deduct four 
interviews from the required number. 
Two weeks’ vacation is allowed each 
member without penalty. Proceeds 
from these assessments are deposited in 
a common fund to be used for luncheons 
and other entertainment for members of 
the club. 

These fines are collected by the man- 
ager’s secretary who is also responsible 
for the collection each Monday of 
weekly work and posting these records 
on a bulletin board which shows the re- 
sults of four weeks’ effort for each man. 


Manager Holcombe Comments 


“All that was claimed for the club 
when it was started was the aid it could 
be in forming correct habits of work and 
in stimulating record keeping and 
weekly production,” Manager J. 
Holcombe, Jr., of the Research Bureau 
says, “which in turn would make peri- 
ods of slump far more unlikely. As 
with any new movement there was 
wholesale joining at the start. 

“When some of the joiners were 
checked up at the end of the first, sec- 
ond, third, and fourth weeks many had 
found the reporting irksome—or em- 





| 


barrassing—or actually impossible pe. 
cause of failure to keep the record each 
day. These members were automatic. 
ally out. 

“At present of the 20 members (mem. 
bership is voluntary) not more than 
two or three kept records regularly ang 
seriously before the club was organized. 
but now they do it faithfully. Ten oj 
the members are consistent app-a- week 
producers and significant increases jp 
production have been experienced by a 
majority of the members of the clyb.” 

It is the opinion of the Research By. 
reau, he says, that any system of 
planned work and daily reports should 
be of value to any agent. The system 
of record-keeping outlined in the clyb 
plan makes for consistent planned work, 
The success of the members in discuss. 
ing life insurance with 24 people every 
week follows as the next step. The 
weekly application for ail members may 
then logically follow as the third step. 


Ayers, Hamilton, Reynolds 
Give Views on Disability 


(CONTINUED FROM PAGE 13) 


the smaller ones flocking to the same 
basis. Among the articles in THe Na. 
TIONAL UNDERWRITER I note that there 
are several suggestions of other alter. 
natives, such as cutting the payments in 
two, further raising the premium rates 
or shortening up the age limit. To my 
mind the situation is one in which the 
tail has been wagging the dog and these 
various alternatives are very much like 
cutting the dog’s tail off inch by inch, 
It would be far better to make one last 
cut, get rid of the tail entirely and let 
the dog settle down on his four feet 
again and go ahead. 

“The quicker the institution of life in- 
surance readjusts itself back to funda- 
mentals and weeds out a bunch of frills 
that have been creeping into the busi- 
ness during the boom time, the better 
off we are all going to be in the long 
run.” 

. 2 s 

Mr. Reynolds’ 
as follows: 

“I think the so-called annuity benefit 
or income benefit or whatever you 
choose to call it should be eliminated 
entirely; it never did properly belong to 
a life insurance contract. Insofar as pre- 
mium waiver clause is concerned, to me 
that appears to be not only feasible and 
practical, but perfectly legitimate and 
from an administrative standpoint can 
be handled for the benefit of the policy- 
holder without much, if any, loss to the 
company. 

“Companies were entirely too liberal 
in their underwriting departments with 
the annuity benefit clause; in fact, it 
looks like the sales force wrote the 
clause and sold it while the companies 
are footing the bill. Some drastic action 
will of necessity be forced on the com- 
panies. I do not think increasing the 
rate will cure the evil, or even decreas- 
ing the benefit. The only plan whereby 
I can see the evil will be cured would 
be to eliminate it entirely from the m- 
surance contract, i. e., the life insurance 
contract. As far as the Kansas City 
Life is concerned, we never did write a 
great deal of this, but even at that we 
have more than we need. For the past 
year, the so-called annuity or income 
disability benefit was attached to less 
than 3 percent of our issued business. 


ideas on disability are 











a 


and growth. 








amo Life 
Company 
mr: iT 
GRAHAM DOWDELL, President 
A progressive up-to-date company with a program of expansion 


All Texas is our field. 
The Fast Growing Company of the Southwest 
SAN ANTONIO, TEXAS 





Lot 











same 
E Na- 
there 
alter- 
nts in 
rates 
‘Oo my 
th the 
these 
h like 
inch. 
last 
nd let 
r feet 


ife in- 
‘unda- 
' frills 
busi- 
better 
- long 


y are 


ene fit 

you 
inated 
ng to 
S pre- 
to me 
le and 
» and 
t can 
olicy- 
to the 











September 11, 1931 


LIFE INSURANCE EDITION 














——— 





CAASIE 
































23 

















} 
IE 























————— 





— 





—_—— 


General Educational Questions in 
C.L.U. Examination Answered 


PART III 


(Continued from last week) 


QUESTION 3 

Explain briefly each of the following: 

(a) Presidential elector. 

(b) House caucus. 

(c) House floor leader. 

(d) Our national government is one 
of delegated powers. 

(e) Referendum. 

(f) City manager-commission plan. 

ANSWER 

(a) Presidential electors—Instead of 
voting directly for the President, the 
citizens of this country vote for electors, 
who, in turn, cast their votes for the 
Presidential nominee. Each state is 
allowed the number of electors corres- 
ponding to its number of representatives 
in the house, plus two for the senatorial 
representation. A majority for one 
party in a state elects all the electors 
for that party in the state. 

(b) House caucus—This is a meeting 
of the members of one party in the 
house held secretly. The members de- 
cide upon a policy by a majority vote 
and each representative of the party who 
was in the meeting is pledged to sun- 
port that policy under penalty of political 
boycott. 

(c) House floor leader—Each party in 
the house elects a floor leader who 
names the men to speak upon a certain 
question or claims the time for himself 
and then turns it over to different men 
for allotted periods. He is also often 
the party’s next candidate for speaker. 

* * * 


(d) The Constitution states that those 
powers not delegated to the national 
government nor prohibited to the states 
in the constitution are reserved to the 
states. This means that the federal 
powers are delegated, that is, enum- 
erated or implied, in the Constitution 
and must not exceed those limits. 

(e) Referendum is the legal procedure 
whereby the people through a petition 
bearing the names of a required num- 
ber of voters may request consideration 
at the next general election of some act 
passed by the legislature. If voted down 
by the people, the law is removed from 
the statute books. This method places 
more power in the hands of the people. 

(f) The city manager-commission plan 
replaces the mayor-council plan. It con- 
sists of a commission with legislative 
powers elected by the city voters. The 
number of commissioners does not 
usually exceed five or seven. These com- 
Missioners require the services of an 
xpert in municipal matters, either 
financial or engineering; they choose 
him and delegate executive powers to 
him as manager. He may or may not 
be a resident of the city. 


QUESTION 4 


The A. B. C. Life Insurance Com- 
pany = Chicago in the course of its 


. (@) Erects the A.B.C. Life Building 
in Chicago, paying for it with funds 
in part i 
cmmae part from all sections of the 
(b) Sells life insurance through a 
agent in San Francisco. 


(c) Prints its stationery at the home 
office. 

(d) Invests in each state a certain 
proportion of premiums received from 
residents in that state and deposits the 
investment securities in a trust com- 
pany in such state. 

(e) Borrows money from the X Trust 
Company in Chicago. 

(f) Mails to a selected list of 100,000 
prospects a misleading circular promis- 
ing benefits which could not possibly 
be given at the rates charged. 

(g) Offers free life policies of $1,000 
for one year to certain officials of those 
railway companies which give 33's per- 
cent discounts in passenger fares to the 
Chicago officers of the A.B.C. company 
in going to the annual convention in San 
Francisco. 

(h) Applies for permission to sell in- 
surance in Washington, D. C. State 
which of the above activities Congress 
might regulate, referring to the power 
which Congress has over the subject. 


ANSWER 


Congress would have no power to 
regulate the activities mentioned in sec- 
tions (a) to (e) inclusive, such activities 
being subject either to state regulation 
alone or none at all. It might regulate, 
however: 

(f) Using mails to defraud. Congress 
has authority over posts by the federal 
Constitution under the “Powers of Con- 
gress.” 

(g) Rebating by railroads engaged in 
interstate commerce—Hepburn act of 
1906, distinctly prohibits this and since 
the matter comes under interstate com- 
merce, Congress has full control. 

(h) An application to sell insurance 
in Washington, D. C. Since this is the 
same as applying for a license, Con- 
gress has full authority as the Consti- 
tution gives it jurisdiction over Wash- 
ington and of course that would include 
authority to act on such an application 
for license. 

QUESTION 5 

Explain whether the following laws 
would be constitutional or not and why. 

(a) A national act requiring inter- 
state railway companies to charge rates 
which would yield them a return of not 
more than 3 percent on the value of their 
property used in the business. 

(b) A state law forbidding stores 
within the state to buy their stocks of 
goods from producers outside the state; 
also requiring stores to employ only 
American citizens. 


ANSWER 


(a) A 3 percent return on property 
value would be confiscatory, and an 
act so limiting railroad companies would 
be unconstitutional. Property cannot 
be taken without due process of law 
which assumes the reasonableness of 
legal action. 

(b) This law would be unconstitu- 
tional for the constitution restricts the 
states from encroaching upon: the rights 
of citizens in conflict with those given 
under the federal constitution. Power 


over commerce between states is par- 
ticularly a subject for federal, not state 
regulation. 

(c) The constitution guarantees the 





right to life, liberty and protection of 





property not only to citizens but to 
persons, therefore a state law requiring 
employment by stores of American 
citizens only would conflict with the 
constitution. The state law would also 
deny equal protection to persons within 
the state, which would violate the 14th 
amendment. 
(c) Sociology 
QUESTION 1-2 
(a) Enumerate the various factors 


contributing to the present distress 
among working classes in the solution 


of which insurance might play a promi- 


nent " ‘Spe 

a in mind the individualistic 
philosophy underlying the development 
of American institutions, outline the fea- 
tures of an insurance program which 
would be of distinct service to this large 


oup. 
a What progress has already been 
achieved towards working out such a 
program in a practical way? 


ANSWER 
(1) Hazardous working conditions 
mean accidents, death, and disability. 


Group and workmen's compensation in- 
surance will not only relieve the effects 
of these destructive elements but will 
force improvement and safety measures. 

(2) Disease due to poor living condi- 
tions is another factor. Insurance will 
provide direct help through providing 
a disability income and should indirectly 
improve conditions. — 

(3) Dependency in old age.—The 
working classes look forward to almost 
certain dependency in old age. In fact, 
they do well to exist up to that age in 
many cases. Ais 

(4) Lack of education is an outstand- 
ing factor in keeping the working 
classes in distress because they cannot 
advance beyond their environment. 

(5) Unemployment. problem.—Labor 
is always laid off at first signs of crisis 
and depression. The working classes 
have no guaranty of a steady income. 
This naturally is reflected in their stand- 
ard of living which of course affects 
health, education, etc. 

x * * 


(b) There is no need in my opinion 
for departing from our traditional policy 
of individualism. There is, however, vital 
need in making “equality of opportunity 
something besides a political slogan. An 
insurance program to be of practical 
help should be based on really giving 
an equal opportunity to the individual in 
the working classes. Let him be limitec 
so far as possible only by his own initia- 
tive and willingness and give him the 
right to transfer his insurance program, 
without loss, if he changes employment. 

(1) Health—Through group disabil- 
ity and compensation insurance, all the 
working classes should be covered in a 
reasonable amount against disability 
from accidents and sickness. Indirectly 
the forces of insurance should be di- 
rected toward prevention of accidents 
and improvement of living conditions. 

(2) Death—Group insurance should 
become compulsory to cover death loss 
of the working classes. At least two 
years’ wages should be insured for the 
family. ; 

(3) Old age.—An insurance plan could 
and should be put in force to provide 
old age pensions for this class. Their 
income frequently does not justify 
enough savings to create an estate and 
a pension is necessary. It 


could be | 





accumulated where labor is stable and 
should prevent turnover. State funds 
contributed to jointly by employer and 
employe appear to some to be the only 
solution, but that does not necessarily 
follow, as many fine plans have been 
developed under private initiative. 

(4) Education.—There is no direct in- 
surance plan that can aid the working 
class. This is a governmental problem 
at present except that as more life in- 
surance is provided, the standard of 
living of the family will rise. The widow 
with insurance will be able to keep the 
children in school a little longer and 
in better health. This will gradually 
raise the educational standard and help 
to overcome environmental difficulties. 
_ (5) Unemployment—I am not in 
favor of unemployment insurance as 
practiced in England. We can, how- 
ever, work out a plan of insurance along 
group lines where employer and em- 
ploye build a reserve fund to be used in 
times of depression and unemployment 
to prevent suffering from stoppage of 
wages. 





* * * 
_(c) There have been many helpful 
signs recently of a practical program 


being worked out. We have the tre- 
mendous growth of group life insurance 
and mutual aid or benefit associations. 
Workmen's compensation is required by 
law in most states. Legislation has 
been passed limiting child labor, hours 
of women, periods of compulsory edu- 
cation, etc. Government and insurance 
forces are working together in preven- 
tive measures. Health conservation and 
prevention of disease are the order of 
the day. 

‘ Even among the working classes we 
find a desire for insurance and a con- 
stantly increasing amount purchased. 
Pension plans have been worked out 
by many large corporations, being op- 
erated individually or through insurance 
companies. Unemployment insurance 
has been undertaken by some private 
companies and various plans advocated 
for government subsidy. We are at a 
point where the problems are recog- 
| nized—the solution will probably not be 
long in coming. 


QUESTION 3 


Enumerate and explain briefly the 
| outstanding factors which have tended 
to complicate the sociological problems 
of the United States, particularly in the 
larger cities. 


-_ eee eae 


ANSWER 

(1) Immigration. The rapid increase 
in the foreign born population has pre- 
sented a problem of immigration con- 
trol in order that those who arrive may 
be properly assimilated. The process 
of assimilation is rendered more dif- 
ficult by the tendency of certain races 
to concentrate in separate sections with 
others of like nationality. 

(2) Lack of education and training 
among foreigners. The problem of pro- 
viding proper educational facilities for 
these groups is tremendous in our larger 
cities. 

(3) Trend of the population to move 
from the country to the cities, resulting 
in much congestion and frequently in 
inability to find gainful employment. 

(4) Very large families, especially 
among certain classes who are fre- 
quently unable for financial reasons to 
give the proper education and training 
to their children. 

(5) Rapid industrialization in the 





















United States and specialization of in- 
dustry have created a sociological prob- 
lem. Repetitive processes in many in- 
dustries have tended to dull workers, 
and technological changes have created 
much employment. 

(6) Improper working conditions also 
present a problem where employes work 
long hours in factories which may be 
unhealthy or unsafe. Some employers 
feel no responsibility -for the health, 
safety and comfort of their workers, 

(7) Reckless attitude of the American 
people and the increased numbers of 
fatal accidents, especially from automo- 
biles, have given rise to a problem of 
great social and economic significance. 

(8) Installment purchasing of lux- 
uries, such as automobiles, radios, etc., 
which are frequently offered on such 
terms that they are bought with money 
which should be used for necessities. 

(9) Crowded and unhealthy living 
conditions prevalent in the tenement 
districts present a serious problem and 
one not easily solved. 

QUESTION 4 

Outline for a life insurance company 
writing both ordinary and industrial 
policies (a) the reasons for establishing 
a health conservation service, (b) the 
particular types of disease towards 
which its activities should be directed, | 
indicating the relative importance of 
these outstanding diseases and _ the 
trend in each, and (c) the particular 
methods to be used with each of these 
two classes of policyholders, explaining 
why such methods are suggested to the 
exclusion of others. 

ANSWER 

(a) Reasons for health 
service: 

(1) Better standards of health bring 
about an increased length of life. This 
means receipt of more premiums and 
deferment of death claims which will 
ultimately result in lower rates and 
therefore in the sale of more and more 
insurance. 

(2) Improved standards of health pre- 
supposes higher standards in other lines,’ 
such as education and general living. 
This again means increased income, 
facilitating the sale of more insurance, 
as the better the education, the easier 
it is to sell a service such as life insur- 
ance. 

(3) Since life insurance is essentially a 
service and not a profit institution, it is 
worth while to alleviate distress from 
the one angle of service to humanity. 

eo «6 
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conservation 


(b) Such a program should be di- 
rected to communicable diseases among 
the industrial policyholders, and to de- 
generative diseases among the ordinary. 
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100,000 Agents Make 


Money, Why Can’t I? 








“One hundred thousand insurance 
agents are making money, why can’t I?” 
is the way E. C. Phelps, who is con- 
nected with the Columbus Mutual in 
Fort Worth, paraphrases the popular 
song hit. Mr. Phelps addressed the 
agency convention of the Columbus 
Mutual Life in Toledo recently. 

Instead of having the feeling that be- 
cause there are so many competitors, 
life insurance selling is extremely dif- 
ficult, Mr. Phelps finds satisfaction in the 
fact that so many men are able to make 
a living out of it and that those who 
go about it in the right way can set 
their own goal as to what they may 


earn. “There is no law against my suc- 
ceeding as a life insurnace man,” he 
said. 
Always on Display 
Mr. Phelps declared that the insur- 


ance man is being inventoried and re- 
inventoried all the time. He is on dis- 
play and he should cultivate the right 
kind of qualities which Mr. Phelps be- 
lieves are courtesy, dignity, firmness 
and confidence and he should eschew 
stiffness, diffidence, coldness, arrogance 
and smartiness. 


should have the manner of one who is 
going to see somebody with something 
definite to present. ‘ 

“In order to attain that composure, 
it is well for the agent not to be over- 
awed by big men. There are no big 
men,” Mr. Phelps contended. “Some 
men are big in certain lines, but are 
totally ignorant of other lines. The in- 
surance man has a message for the 
biggest man and it is a message that 
the biggest man doesn’t know. He is 
in sore need of it. 

“The agent should be human and feel 
the worthwhileness of insurance. He 
should like people and like causes. Peo- 
ple don’t buy insurance from agents 
they don’t like. They buy it from the 
man with some human sympathy.” 

Mr. Phelps advised letting the pros- 
pect talk a good deal. Be a sympa- 
thetic listener, he urged. “Put your 
arm in his and stroll along together in 
the interview. Agree with the pros- 
pect on non-essential points; be atten- 
tive and considerate.” 

Mr. Phelps said that when the sub- 
ject of the company, which in his case is 
the Columbus Mutual, is reached, he 
assumes the role of a platform speaker. 





The agent should approach the inter- 
view with an air of composure. He 


He becomes really enthusiastic. 








as scarlet fever, measles, smallpox and 
diphtheria. Improvements have _ been 
made in controlling practically all com- 
municable diseases except influenza, 
through better quarantine regulations, 
development of antitoxins, and particu- 
larly the improvement of sanitation and 
water supplies. 

The degenerative diseases are those 
caused by wearing out or the impair- 
ment of some physical organ, resulting 
in cancer, diabetes, heart disease, kid- 
ney ailments, etc. 

These have been increasing but can 
be retarded or controlled by the in- |! 
dividual when he appreciates the neces- 
sity. Regularity of habits and diets, 
exercise, etc., are frequently the methods 
of control. 

*k * * 
(c) Work among industrial policy- 
holders on communicable diseases should 
be along health and sanitation lines. 
Measures to furnish pure water and 
fresh air in abundance, and to en- 
courage bodily cleanliness, proper habits 
of eating, care in treatment of disease, 
etc., by means of (1) educational litera- 
ture of all lines, (2) visiting nurses and 
(3) active support of all public health 
measures, make up a program which 


morbidity and mortality, and yet be 
financially possible for companies writ- 
ing industrial life insurance. 

For ordinary policyholders, I would 
suggest. (1) An advertising program 
of health talks in national magazines, 
(2) letters to policyholders urging 
periodic examinations. These examina- 
tions should be given free and the in- 
formation secured regarded as entirely 
confidential. (3) Cooperation in trans- 
mitting information to the family phy- 
sician. 

The above methods are suggested as 
applied to the two classes because of 
the expense incident to the periodic ex- 
amination which is necessary to detect 
degenerative diseases. Such an expen- 
diture is not warranted in the industrial 
class because of the small premiums. 
The work along lines of elementary per- 
sonal hygiene in general is not needed 
by the holders of ordinary life policies, 
although it might well be instituted in 
prescribed districts. 

Insurance companies have already ac- 
complished much along these lines in- 
dividually. They need however to com- 
bine their activities and resources. 

Life insurance companies have also 





contributed to health improvement by 








The communicable diseases are such 


would assist materially in decreasing 


purchasing state, county and municipal | 
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bonds whose proceeds have been utilized 
to provide better water supplies, im- 
proved sanitation, etc. 

QUESTION 5 

Contrast the fundamental idea under. 
lying the workmen’s compensation sys. 
tem with that upon which the old em. 
ployer’s liability regime was based, In 
what: respects has the workmen’s com. 
pensation system tended to meet the 
social problem arising from industria] 
accidents ? 

ANSWER 

The fundamental idea underlying the 
employer's liability system is that the 
employer is only liable for accident to 
the employe when the accident occurs 
through the fault of the employer 
Workmen’s compensation is based on 
the idea that accidents are the result of 
the industry and as such are a loss 
chargeable to the industry. 

The compensation system has tended 
to meet the social problem in two ways 
In the first place, the workman is sure 
of some definite income and thus does 
not become a public charge, whereas 
under the liability system it was too 
often possible for the employer to avoid 
responsibility through claim of c¢op- 
tributory negligence on the part of the 
workman himself or his fellow-work- 
men, or by raising other defenses ayail. 
able to him. In the second place, the 
cost of compensation has compelled in. 
stallation of safety devices and has 
given impetus to safety teaching and 
safety programs which are preventing 
accidents. 

(TO BE CONTINUED NEXT WEEK) 


Equitable Man Explains His 
Methods of Avoiding Lapse 


F. G. Higham of the G. E. Ott agency 
of the Equitable of New York in Phila- 
delphia for the first half of this year had 
a first-year lapse rate less than .6 of 1 
percent. In the first nine months last 
year he recorded not a single first-year 
lapse. Mr. Higham is convinced that a 
policy properly sold rarely will lapse. 
He always diagnoses a client's situation 
along the following lines: 1. Should 
he have insurance? 2. How much? 3, 
Kind? 4, Purpose? 

“If these points are carefuly covered 
with the assured he will think a long 
while before he lets such a _ policy 
lapse,” Mr. Higham says. “I try to find 
out the client’s aim in life, his ambitions 
and what he is striving for, and make 
the policy help him accomplish these 
ends. Then if the client destroys the 
policy, he destroys his future.” Some- 
times he is able to induce bankers to 
continue the insurance for the bank's 
protection and ultimate benefit of client. 











Is it to sell life insurance for a 
company having a reputation of 
more than half a century of fair 
dealing? Is it to make a live and 
let live contract with a company 
offering close Head Office coopera- 
tion, modern policy forms and a 
successful lead service? 


Fidelity is 


Send for booklet 
“The Company Back of the 
Contract” 


F 








What Is Your Goal? 


including New York, on a full level 
net premium basis. 
than $425,000,000 insurance in force, 
is financially solid and steadily 


growing. 


he FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


such a company 
It operates in thirty-nine states, 


It has more 
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replaced with new. . 


Insurance Department. 
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Helping to Conserve ALL Life Insurance 


This Company never knowingly accepts business designed to re- 
place insurance carried in other companies. 
our own policyholders not to drop their present insurance to be 
. . Every Connecticut Mutual policy jacket 
carries a notice to this effect, suggesting that policyholders re- 
quire any such proposal be made in writing and submitted for 
advice to the Home Office, our local representatives or the State 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
85 Years of Public Service 
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De Luxe Binder Closed 


a )U can make more sales, and make 
them quicker, with a “canvassing scrap 
book”—your own collection of effective 
ideas and convincing evidence to show 
your prospects. 


Used by Big Producers 


At the last Life Underwriters’ Con- 
vention in Toronto, the writer saw some 
splendid examples of “canvassing scrap 
books,” built and used by some of the 
million dollar producers present. These 
books were a classified collection of sales 
points, and the evidence to back them up. 
They were built by the individual under- 
writer for his personal use only. They 
contained clippings from J/ocal publica- 
tions about events well known to the 
underwriter’s prospects. 


In addition, they contained a_back- 
ground of more general material made 
up of the best ideas taken from company 
bulletins, the insurance magazines, the 
daily newspapers and picture publications 
like “The Estate-O-Graph.” 














THE NATIONAL UNDERWRITER COMPANY, 
175 W. Jackson Blvd., Chicago, Ill. 


Please send me the items checked below. Payment 
in full is enclosed, with the understanding that my 
money will be promptly refunded on any items of this 
order returned within 30 days. 


BINDERS: 


Eee De Luxe Genuine Leather binder, loose leaf 
Sectioniter mechanism, heavy flexible brown cowhide 
with skiver lining and pocket, die embossed cover 
ad @ each 


sidinwae Standard Imitation Leather Binder, same size, 
style, color and type as above, except made of good 
grade imitation leather with button flap....@ $2.75 each 


a Utility binder, Imitation Leather, same as 
Standard binder shove, except without button flap, 
BRS BO GREER. ccc. cFecccccccccoscccccs @ each 


Binder Open. Sectioniter Metal Holds Sheets Firmly—No Wear or Tear 


Build Your Own Canvassing Scrap Book 


Accumulate Convincing Evidence — Sell by Eye 








File Box and Folders for Collecting and Classifying 
Scrap Book Material 


For Specialized Uses 


If the underwriter specialized in Busi- 
ness insurance, his scrap book was con- 
fined largely to this subject. If he spe- 
cialized on Trusts, he had a splendid col- 
lection on that subject. 


Price List and Order Blank for Canvassing Scrap Book Units 


—— Fibre board filing case in which to collect and 
classify material for scrap book, with 14 fili 
J eae pdccenmacesagsesodion @ $1.50 


peeceeed Blank sections for binders on which to paste 
material of your own, 16 pages, comer for Sec- 


tioniter binders pkidinekeneiansuall @ 2c each 


lointimaiinil Celluloid tab indexes for binders, eight indexes 
GD DB Oibcdcacecconcoscenncesocsbcteseense -... per set 4c 


The following sections from our VISUAL SALES 
BOOK are available pened to use in building your 
own canvassing 


......A—Life’s Objectives and Hazards (1. Selling 
Savings Idea. 2. Life Insurance as Property) 
90000b500ukbedbeebnseeuccesesnnsseees ennenses @ $1.00 each 


oudiamend B—Life Insurance Program (Why Underwriter'’s 
Service Is Valuable to Clients.... ........ @ Stc each 


sdtpadll C—Clean-Up and Mortgage Fund (1. For the 
City Man. 2. For Farmers)........«+.... @ $1.00 each 


CASH WITH ORDER — MONEY BACK ON ANYTHING RETURNED WITHIN THIRTY DAYS 


They Have Sales “Guts” 


These home-made scrap books are 
crude but forceful. They are, obviously, 
the underwriter’s own collection of ma- 
terial. They add to the underwriter’s 
spoken words the much stronger eye ap- 
peal of pictures and the printed words. 


We Supply the Parts 


As publishers of the Visuat SALgs 
Book, a complete canvassing book, we 
can furnish you all the necessary units to 
build a canvassing scrap book of your 
own. Because we produce this material 
in large quantities, we can sell each unit 
cheaper than you could purchase it else- 
where. 

The various units necessary to build a 
book of your own are listed, described 
and priced below. 


Use the Coupon Below 
In ordering, please use the coupon and 
enclose currency or check with your or- 
der. Your money will be refunded with- 
out question on any part of your order 
you wish to return for any reason. 








D—Monthly Income (1 Mother’s Care. 2 


Principal vs. Income) .-@ $1.00 each 
s+ees++E—Education Fund (1 For Boys. 2. For 
Girls) seeees , ° sseceee@ $1.00 each 

. .F—Retirement Income (1. Need for. 2. Don't 
Depend on Others)....... jinnisemenl @ $1.00 each 


.-+s+++-G—Advantages of Insurance Estate (1. In 
Building. 2. In Passing to Heirs).......@ $1.28 each 


--». H— “oh Copertanity (Reasons for Buyin 
Insurance NOW seceseees@ S100 aaa 


ee J—Business Insurance ... .@ TSe each 


Address 
City 
State 










































































How The Equitable is Advancing 
the Cause of Life Insurance 
through 
A Comprehensive and Inclusive Service 
for Agents and Policyholders 
‘HOME OFFICE CO-OPERATION 


Expert Field Supervision and Assistance Training Facilities: 
Comprehensive Canvassing Material Preliminary Training Course 
Weekly Agency Periodical Correspondence Course 
Personalized Letter Service Field Schools 
Policyholders Service Campaigns Specialist’s Courses 
Policyholders Change of Address Service Specialized Sales Service 
Home Office Leads for Business A Department of Conservation 
Century Clubs and Million Dollar Corps Contributory Group Insurance for Agents 
COMPLETE LIFE INSURANCE AND ANNUITIES 
An Equitable Policy for Every Need Non-Medical Insurance for Policyholders 
Special Business Insurance Material Rural Non- Medical for Non-Policyholders 
Corporate and Absolute Owner Form of Policy Disability (Income for Economic Death) 
Inheritance Tax Service Double Indemnity for Accidental Death 
Annuities— Regular Monthly Premium 
Refund Home Purchase 
Retirement Annuity Bequest Insurance 
Convertible Policy Salary Savings 
Educational Fund Agreement Insurance for Women and Minors 
Salary Continuance Agreement Sub-standard Business 
Life Income and Instalment Policies Group Life Insurance 
Guaranteed Investment Policy Group Disability 
Preliminary and Initial Term Group Accident and Health 


Economic Adjustment Policy Group Pensions 
Free Health Examination Service for Policyholders 
72 YEARS OF LIFE INSURANCE LEADERSHIP... THE FINANCIAL SERVICE OF A BILLION DOLLAR COMPANY 


THE EQUITABLE 


LIFE ASSURANCE SOCIETY 
OF THE 


UNITED STATES 


THOMAS I. PARKINSON, PRESIDENT 


393 7th Avenue New York, N. Y. 
A Mutual Company with over Two Million Members insured for over Seven Billions 











